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The Introduction. Mr. War Contractor, 
please meet the approved small wire termi- 
nals that take various wire sizes, +22 to 
#250 MCM. Our mutual friends, the Under- 
writers Laboratories, give their okay be- 
cause Sta-Kon Terminals stand up under 
rigid mechanical and electrical tests and 


resist vibration. 


It's as easy as 
shaking hands 


to introduce and install 


T&B STA-KON 
PRESSURE 


(SOLDERLESS) 


TERMINALS 


The Installation. Electricians on the job 


simply skin the wire and insert in the cor- 
rect size Sta-Kon Terminal. Then apply 
pressure with a T&B hand installing tool. 
One hearty squeeze completes the job. 
Nothing could be easier. For assembly 
line installations T&B provides a complete 
line of power-operated tools—electric, air, 


hydraulic. 


Promoting the sale of STA-KON Terminals should always be as easy for Wholesalers’ 


Salesmen as shaking hands. There is never any under cover or by-passing competition 


to worry about. Every dollar’s worth of T&B products is sold exclusively through the 


competent service organizations of friendly T&B Distributors. 


* Trademark Reg. U. S. Pat. Off. 





THE THOMAS « BETTS ca. 


INCORPORATES 


manufacturers of electrical fittings since 1898 
ELIZABETH.1, Mew jJEensey 
in Canede: Thomes & Betts Ltd. Montreal 
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Buries His Private Brands one oi 


the recent issues of Printers’ Ink features the news 
of a long established Drug Wholesaler having an- 
nounced discontinuance of its lines of private brand 
merchandise so as to concentrate only on nationally 
known brands of products. 

Among the reasons quoted by officials of the whole- 
saler as responsible for the burial of private brands 
were: 

1) Turnover of national brands was seven to ten 
times faster than that of the company’s similar private 
brand merchandise. 

2) Many retail failures are caused by overstock- 
ing of wholesaler’s private brand goods. 

3) The retailer spends too much time buying and 
selling private brands while nationally known brands 
can be both bought and sold with greater assurance 
and effectiveness. 

4) People don’t like to be told that something else 
is “just as good” as the nationally known brand they 
came in to ask for. 

5) National advertising has made it unprofitable 
for both wholesalers and retailers to handle private 
brands. 

6) The private brand era has passed. 

Well—there it is and—here’s hoping that this Phila- 
delphia wholesaler’s obituary to private brands is all- 
inclusive enough to convert those die-hard electrical 
jobbers who still think that they don’t qualify unless 
they have at least a line of private-brand tape to tickle 
their vanity. You can serve twice as many customers 
in half the time if you carry a stock that enables you 
to give °em what they ask for. 


* 


Those Marvellous B-29’s recently it 


was our privilege to inspect one of those famous B-29 
superfortresses at close range. 

While climbing around inside of that colossus we 
were amazed to find so much of the outer skin, the 
“bulkheads” and panels covered with electrical wiring 
and controls of various types and sizes and colors; 
in fact, it seemed to us that even the wiring system in 
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a good sized factory would hardly call for such a 
maze of wires. 

The answer was found in a recent NEMA bulletin 
which records that a B-29 needs 255 electric motors 
and 221 light bulbs as part of its standard equipment. 
It requires 7,900 watts of electric power to operate 
the 435 electronic tubes that are needed for its various 
radios. 

When we noted the Pre power and intricate fire- 
control equipment we wondered no longer why the 
Zeros dodge when they see a B-29 coming. 

We bet, that if Hirohito and his Japs had known 
what this country would hatch from those “eggs” that 
his flyers laid on Pearl Harbor on that fateful De- 
cember 7, they would have decided to be content with 
whittling away on poor defenseless China instead of 
trying to lick the whole Western world. 


* 


. 

Skyrocketing Wages The National In- 
dustrial Conference Board reports that in December 
1944 workers’ earnings in twenty-five major indus- 
tries reached their all-time peak with a weekly average 
of $49.82 per worker, which was 62.8 percent above 
that “Little Steel” base of January 1941. With weekly 
earnings adjusted to meet changes in living cost, they 
were still 3.9 percent greater than in December 1943, 
and 32.5 percent above January 1941 and—believe it 
or not—65.2 percent above the 1929 level. 

These figures cannot help but make us wonder what 
wages might be allowed to climb to without stronger 
enforcement of the governmental “lid” and anti-strike 
law, or if labor unions should take the tip provided 
by Musician Union's Petrillo, the one who dared to 
defy the President—and got away with it—which now 
is having its first “offspring’—mine worker’s John 
lewis’ demand for 10-cents-per-ton “royalty” on all 
soft coal mined. 

What about the teamster’s union asking “royalty” 
on every ton of unit of freight carried, or bus drivers 
drawing a “royalty” on each passenger carried, or 
textile workers taking a rake-off on every yard of 
cloth produced ? *.." 

(Continued on page 39) 
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Because of the basic importance of adequate wir 
ing to the entire electrical industry, Anaconda : 


presenting messages like this in a wide list of na 


tional publications. 


IT’S YOUR POSTWAR ELECTRICAL HOME 


— St ta works! 


THINK of your electrified home to come... . big and 
little appliances of all kinds . . . advanced heating 

. air-conditioning . .. better lighting . . . tele- 
vision ... All fine servants— but they will be handi- 
capped if you give them insufficient electrical ca- 
pacity. 

So often electrical wiring plans are based on past 
electrical experience —a poor guide to the needs of 
peak loads to come. It’s far safer to plan reserve ca- 
pacity in line with the huge future increase in elec- 
trical usage. You'll save yourself plenty of grief 


later in breakdowns and expensive alterations. 

Manufacturers! Apply this in terms of industrial 
equipment in your business. The problem’s the 
same. Make sure you have ample electrical capacity 
to meet the huge future increases in electrical usage 
sure to come. In plants too, planned wiring will 
cost a lot less than unplanned wiring. 

Before structures get out of the planning stage, 
it will pay to consult electrical contractor, utility 
power engineer, plant power engineer. They'll 
agree that it’s always wiser to Wire Ahead! 44266 


CABLE COMPANY 


25 Broadway, New York 4... Sales Offices in Principal Cities 


/t8 
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(Continued from Page 37) 

If our authorities do not have enough intestinal 
ortitude to stop this steadily growing vicious circle, 
stop the strikes that are a disgrace to the leaders who 
all them while we are fighting a desperate global 
war, Mr. Petrillo may have a chance to have his mu- 
sician’s fiddle—without royalty—while our country 
urns its substance in the throes of the greatest and 
most disastrous inflation the world has ever seen. 


* 


2 Billions for Hospitals In a report on 


the state of the nation’s civilian health, Dr. Thomas 
Parran, Surgeon General of the Public Health Serv- 
ice, obviously with war casualties in mind, states that 
in the first 10 years after the war there will be need 
for a total of 417,000 new beds in general hospitals, 
which would entail an expenditure of almost $2,000,- 
000,000. 

Of that total, 179,000 beds would be replacements 
of existing facilities, and the balance, 238,000 beds, 
would represent the capacity of new hospitals that 
must be built. The cost is estimated at from $3,000 
to $6,000 per bed, which means total cost of the hos- 
pital divided by the number of beds. 

Dr. Parran also wants 1,200 district health centers 
at $70,000 each and 1,200 subcenters at $30,000 each, 
which would mean that practically every two counties 
out of three throughout the country could have a 
health center. 

We quote the above from Dr. Parran’s report not 
only because it represents a tremendous potential 
volume of building activities with the accompanying 
huge market for electrical materials, but particularly 
because we have a sneaking suspicion that this plan is 
projected now for no other reason than that it has a 
definite place in Mr. Roosevelt’s post-war pump- 
priming program and that famous 60,000,000 jobs 
promise. 


* 


Ideas Once more the General Electric Company 
issues its annual report on payments made to em- 
ployees for usable ideas. It shows that in 1944 no less 
than 19,488 ideas were adopted and netted the em- 
ployees who had them $232,735—which ain't hay. 

Interesting detail is that the largest award ever 
made, $2,000, was paid to a toolmaker for an idea 
which speeded final production of a new remote fire 
control system for B-29 Superfortresses, something 
that appears to have no relationship to G. E.’s peace- 
time products. 

When this writer was operating as a wholesaler, a 
plan for paying for usable ideas brought forth many 
valuable suggestions—the suggestion box being lo- 
cated right next to the time clock, thus acting as a 
constant reminder of this chance for winning some 
extra dough. We wonder how many wholesalers are 
using this excellent plan for tapping that important 
idea-fountain—their workers. 
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WLB Has Wiggle Worries ticre is « 


chance for some smart inventor to perform a real 
service for the hard working officials of the War Labor 
Board of Honolulu by inventing some speedometer 
and testing device that will record, measure and grade 
the RPM’s of the midriff so that hula hula girls’ 
wages can be properly adjusted according to the qual- 
ty, quantity, style and speed of wiggles delivered for 
the entertainment of the audience. 

It seems, according to a United Press dispatch, that 
war activities have increased the demand for hula 
dancers to such extent that there were not enough 
really first class wigglers to go around. That gave a 
lot of second, third and fourth raters a chance to col- 
lect high class pay for low class wiggles and they 
spilled the big-time pay they drew for small-time hip- 
work around to a point where the WLB was afraid 
it might speed the spiral of inflation on the islands. 

So-h-h-h-h, casting to the wind all traditional labor 
union opposition to the grading of workers, the ter- 
ritorial WLB officials asked the Honolulu board of 
labor statistics to draft a set of job descriptions for 
hula dancers so that WLB hula experts could prop- 
erly grade all comers. 

lor instance, the Grade A, unpasturized, strictly 
in-the-raw hula dancer—and now we quote from the 
official text—“generally performs barefoot .. . scantily 
attired, . the leaf dress or sarong encircling the 
shapely trunk with bare skin between the top of the 
garb and a band . . . which sometimes restricts migra- 
tion of the upper forward side of the worker, 
stress being on the middle secton as the hula pro- 
gresses.”” 





Now with Grade B “workers’’—and again we quote : 
“Due to accumulated torso bulges, the speed has 
greatly moderated .. . the workers use less footwork, 
knee bend and rotary movements of the hips.” Other 
characteristics of Grade B performance were neces- 
sarily deleted by this censor, excepting that WLB 
says also that they “tend to get stiff in the joints.” 

Experts in grade-labeling hula dancers might apply 
to Hawaii's WLB. After all, if the WLB is so se- 
rious about this wiggle rating, it must have something 
to do with the war. 
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40 Trade Journals @ WEAL Lugs (Solder and Solderless) 7 
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IDEAL is backing up your sales efforts today... fade of High Quality Pre sed — - fie 
ae / fy ‘ sharp edges or burrs. Uniform Size. Ap- on 
and tomorrow...with advertising regularly reach- proved by Underwriters’ Laboratories, Inc. | 
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to inform IDEAL Users and Prospective Custom- 2) IDEAL Fish Tape, Reels and Puller ti 
canal ; i a ‘7 oar Three tools in one. Eliminates expensive tape 1 
ers about IDEAL Products and Service. breakage. Safe-Tape cannot kink or spring A 
This Advertising Supplemented by 200 Service around all over the floor—Makes conduit wir- sti 
“aie : = " ing faster, better, easier. 8 sizes. je 
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‘ | Peace-Time or War-Time wiring jobs must be 
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Service in the FREE 88-page Handbook. Send IDEAL Wiring and Fuse Devices are th 
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.--Other IDEAL Wiring Devices... by 


“Wire-Nuts” . . . Complete line of Wire 
Strippers . . . Fuse Clip Clamps . . . Fuse Re- 
ducers ... Test-Lite and Fuse Puller . 
“Test-Glo” ... Joist Boring Machine. 
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AMERICA WANTS COMPETITION 


Only American Initiative Can Preserve It in World Trade 





a desirable pattern of international economic rela- 

tionships. We want an expanding world trade, with 
minimum recourse to government-imposed trade barriers 
and discriminatory trading arrangements, and offering 
ample scope for competitive private enterprise. Because 
they are necessary to such trade, we want also stability 
of exchange rates, and national currencies that are mutu- 
ally convertible at least for the settlement of current 
accounts. We want, too, arrangements to facilitate long- 
term capital loans with security to the lender and advan- 
tage to the borrower. 


Few other nations subscribe to these aims with en- 
thusiastic conviction. Some reject them flatly as imprac- 
tical under the conditions likely to prevail during the 
postwar period, or achievable only at prohibitive cost to 
their domestic economies. 


As esa generally agree upon what constitutes 


Unless, therefore, we can formulate a practical and 
comprehensive program to carry out our aims, and con- 
vince other nations that we will take a sustained and re- 
sponsible part in making it effective, the international 
trade of the world surely will be conducted under a sys- 
tem of exchange controls, bilateral agreements, cartel 
bargains, import quotas, and direct government purchas- 
ing arrangements that are the very antithesis of the com- 
petitive system that we favor. 

To agree upon a concrete American program, and to 
convince other nations that it is to their advantage as 
well as ours to accept it, is a major task of economic 
statesmanship. It entails reversing a trend which has 
persisted since World War I, and which has been intensi- 
fied during the depression years of the nineteen-thirties 
and by the exigencies of World War II. 

Clearly, that is not a task to be assumed lightly. We can 
hope to be successful only if (1) we have a deep convic- 
tion that what we seek is fundamentally important to the 
American interest, and (2) if we will take pains to under- 
stand why other nations fear that such a program may 
jeopardize their interests, and then make whatever ac- 
commodations may be necessary to resolve their doubts. 


An expansive foreign trade policy has been advocated 
so vigorously and repeatedly in America recently that 
The Economist (of London) comments wryly upon what 
it terms the ironic circumstance that “the acceptance of 
the principles of free trade by the more literate (Ameri- 
can) public should come at a time when the doctrines in 
their simplest nineteenth-century form have been pretty 
generally emasculated in fact and repudiated in principle 
by the rest of the world”. 


Why are we opposed to managed world trade, and for 
competitive world trade? 


First, we are against rigged and managed interna- 
tional markets because we know that successful partici- 
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pation necessitates a comparable degree of control over 
the domestic economy as well. There is little debate of 
this fact, and those nations which accept a managed ex- 
ternal trade as a necessary protective measure are gen- 
erally willing to pay the price in internal regimenta- 
tion. We are not. For us to do that would be as alien to 
our genius as it is repugnant to our conviction. 


Second, we believe that the United States will be able 
to compete successfully in world markets, even though 
we have, and intend to maintain, wage scales far higher 
than those of the nations whose competition we must 
meet. 

There is impressive evidence to substantiate the sound- 
ness of this conviction: 


1. Wage scales, of themselves, do not determine the 
competitive position. They are meaningful only 
when translated into labor costs, by dividing wage 
rates by units produced. A recent War Production 
Board study shows that in manufacturing industries 
generally, during the period immediately before the 
present war, production per man hour in the United 
States exceeded that in the United Kingdom, Ger- 
many and Soviet Russia by a ratio of more than 
2% to 1, and that of Japan by more than 4 to 1. 
When comparison is made with available wage data, 
it appears that our labor costs are generally on a com- 
petitive plane. 


2. Perhaps the best evidence of our ability to com- 
pete in export markets is the record of our demon- 
strated capacity to do so in the past. During the entire 
period between World Wars I and II, the United 
States consistently commanded a greater share of 
the world’s export trade than any other nation, 
although the United Kingdom took a larger percentage 
of world imports. 


3. We have been particularly successful in world 
trade competition in the export of machinery, vehicles, 
a variety of manufactured specialties, and certain 
agricultural products. Except in the last-named field, 
there is every evidence that we enjoy genuine com- 
petitive advantage over other nations, and this advan- 
tage will have been increased rather than diminished 
by developments during the Second World War. It is 
noteworthy that the goods in which we have been 
able to compete most successfully have generally been 
the products of our high wage industries rather than 
those in which low wages have prevailed. 


It is clear that, on a price basis, we shall be able to 
compete successfully in postwar markets in numerous 
lines. It is equally clear that such an opportunity is by 
no means of negligible importance to our own economy 
as a whole. During the years in which the censuses 
were taken between 1909 and 1939, our exports amounted 
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to from 7 to 16 per cent of our entire production of movable 
goods. In the year 1938 our exports in each of the 
following lines accounted for more than 10 per cent of 
total domestic production of the particular product. 

(The figures in parenthesis are the percentages of total 
production exported.) 

CRUDE MATERIALS: Phosphate rock (51.5), cot- 
ton (30.5), tobacco (29.4). 

FOODSTUFFS AND BEVERAGES: Linseed (49.4), 
dried fruits (36.2), canned sardines (29.4), rice (21.0), 
fresh pears (15.9), canned salmon (13.8), canned as- 
paragus (13.2), canned fruits (13.0), wheat (12.2), 
lard (11.7). 


SEMI-MANUFACTURES AND FINISHED MAN- 
UFACTURES: Refined copper (53.1), paraffin wax 
(46.3), gum turpentine (42.6), carbon black (40.8), 
gum rosin (38.0), borax (35.9), crude sulphur (35.6), 
aircraft and parts (26.8), office appliances (22.3), 
carbons and electrodes (21.8), printing and bookbind- 
ing machinery (18.2), agricultural implements and 
machinery (17.0), biologic pharmaceuticals (15.3), in- 
dustrial machinery (14.4), dental instruments and 
supplies (14.3), automobiles (14.1), benzol (13.3), goat 
and kid upper leather (12.8), refined lead (12.0), radio 
apparatus (11.8), caustic soda (11.4), refined mineral 
oils (10.6). 

It is of major concern to all engaged in these lines of 
activity and in many others that foreign markets be not 
closed to us. It is particularly to our interest to have 
export outlets for our war-expanded capital goods and 
equipment industries. Since we undertook an important 
percentage of such expansion in order to furnish muni- 
tions to our Allies, it is reasonable to ask their coopera- 
tion in cushioning what inevitably must be a drastic 
readjustment here. The case is strengthened by the fact 
that the postwar world will desperately need the equip- 
ment items that we, alone, can supply. 

But our demonstrated ability to compete on a price 
basis will not, of itself, assure us of foreign market outlets. 
Transportation costs, quality of product, marketing skill, 
technical and repair service —all are basically important. 
Still more important are non-discriminatory open mar- 
kets and the command of dollar exchange by prospective 
purchasers. Our export potentials will surely be cramped 
in a world organized on the basis of bilateral deals and 
exchange controls. The availability of dollar exchange 
must depend upon the level of American imports and 
the volume of American capital loans, 


* * 
How are we to explain the skepticism of other nations 
toward an order which to us seems so clearly to represent 


not only our interest but the long-range interest of the 
world as well? 


Soviet Russia, of course, is committed to conducting 
its external trade through its central government. But 
what of the United Kingdom? Why are there so many 
British voices that counsel the abandonment of what has 
been Britain’s traditional position for more than a cen- 
tury? If we can understand that, we shall understand 
the dissent from our position of most nations whose 
economic positions have weakened and whose fiscal prob- 
lems have multiplied during the two World Wars and 
the ill-starred period between them. 


Essentially, their case is this; 





Partly, they were forced into managed external trade 
policies by the Axis self-sufficiency programs, adopted 
in preparation for aggressive war. That can be corrected 
only by crushing the Axis, and by establishing a world 
security system that will make self-sufficiency a less 
compelling need. 


But primarily, the reluctance of peaceably inclined 
nations to forego restrictive controls over postwar foreign 
trade stems from a deep-seated fear that is even more 
difficult to resolve. They fear, on the basis of past ex- 
perience, that their efforts to meet payment balances 
arising from normal foreign trade would force a deflation 
of their internal economies, affecting prices, credit, wages, 
and finally employment. Faced with the choice, as they 
see it, between making adjustments in foreign trade or 
in their domestic economies, they lean toward the former 
as, at worst, the lesser of two evils, 


Since the kind of world trade system we seek is de- 
pendent upon international arrangements to assure rea- 
sonable stability of exchange rates between national 
currencies, we are challenged to find a formula that both 
will provide this and at the same time allay what other 
nations believe are legitimate fears with respect to their 
domestic economies. 

But at least two major steps toward resolving such 
doubts can be taken upon our own initiative without 
recourse to the intricate process of international nego- 
tiation. 

One is the rational overhauling of our tariff system, 
to provide other nations with increased opportunity to 
export to us. We can, and should, do this in a way that 
avoids undue cost to any segment of our economy. 

The other, and probably the greatest contribution we 
can make toward winning a reluctant world to our point 
of view, will be to offer ample and convincing evidence 
that we are ready and able to provide a high level of 
employment in the United States. If we can do that, the 
rest of the world will wish to expose itself to our in- 
fluence rather than to insulate against it, since prosperity 
here is the greatest single contributing factor to world- 
wide prosperity. 

Balance of payment problems are minimized in a 
world of thriving trade. Britain would have little reason 
to resort to exchange controls if the total of postwar 
world imports and exports reaches an 80 billion dollar 
level. She may well be in a desperate plight if it should 
revert to the 1935 level of 40 billions. 


* * * 


The United States wants a world in which private 
enterprise and competition play a major role. To obtain 
such a world will require a wiser, more understanding 
and firmer world leadership than this nation, or perhaps 
any nation, ever has exerted heretofore. 





President, McGraw-Hill Publishing Co., Inc. 


THIS IS THE 33rn OF A SERIES 
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News Notes Krom N.EW.A. 


By Alfred Byers, secretar, 


National Electrical Wholesalers Association 





N.E.W.A. PUBLISHES 
“SURPLUS WAR PROPERTY JOURNAL” 


Publication of the first issue of 
the N. E. W. A. Surplus War Prop- 
erty Journal was announced by 
Managing Director Pyle to the As- 
sociation’s membership last month. 
The new “Journal” will contain cur- 
rent information regarding the 
latest developments in the various 
governmental agencies responsible 
for the disposal of surplus war prop- 
erties. 

Issue No. 1 reported the general 
classifications of surpluses in which 
electrical wholesalers are interested, 
the governmental agencies respon- 
sible for disposal of those particular 
classifications, a brief description of 
the function and operation of each 
designated agency, and a list of cer- 
tain regional offices. 

Subsequent issues will report 
news released regarding activities in 
particular surplus fields and will in- 
form the membership about specific 
matters to which government agen- 
cies may be currently giving em- 
phasis. 

The N. E. W. A.’s Surplus Mate- 
rials Committee, with Geo. F. Hess- 
ler as chairman, is also keeping 
headquarters aware of particular 
disposal problems. These Commit- 
tee activities, in addition to the pub- 
lication of the “Journal,” are ex- 
pected to provide N. E. W. A. 
members with helpful services in 
acquiring government surplus war 
properties. 


PROPOSED STATE LEGISLATION 


As the various state legislatures 
continue in session, proposed legis- 
lation is introduced affecting the 


business of wholesaling. In order 
that the *membership in states in 
which such legislation is introduced 
can be informed in that regard, 
N. E. W. A.’s Legislative Commit- 
tee, of which Mr. F. E. Stern, Hart- 
ford, Conn., is chairman, has ar- 
ranged to have such members 
provided with analyses of the con- 
tents of such bills. 

During the past month several no- 
tices have gone to members in sev- 
eral states advising them of such 
legislation pending in their own 
states. Although the Association 
itself does not take any active in- 
terest one way or another in state 
legislation, the Management Com- 
mittee welcomed the Legislative 
Committee’s proposal that members 
be informed as to proposed local 
state legislation feeling that such in- 
formation is necessary and impor- 
tant to members and that it should 
be supplied by their Association. 


N.E.W.A. SURVEYING 
OPERATING METHODS 


At the suggestion of the War 
Manpower Commission, which des- 
ignated one of its officials to address 
the January meeting of the Man- 
agement Committee, N. E. W. A. 
has been conducting a special sur- 
vey of the membership. The ob- 
jective is to uncover simplified op- 
erating methods and material han- 
dling practices which members may 
have devised or learned about in 
their efforts to conserve manpower, 
and at the same time continue the 
usual service they are depended upon 
to render. 

These inquiries have produced 
some excellent examples of the in- 
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dustry’s ingenuity. A compilation of 
these is being prepared for distribu- 
tion to the entire membership. The 
War Manpower Commission will 
also be furnished this information in 
order that it can be made available, 
through its Industries Association 
Committee, to any concerns inter- 
ested in knowing about these im- 
proved operating practices. 


PLANNING COMMITTEE MEETS 
WITH BUSINESS NEWS EDITORS 

Chairman Herbert Metz arranged 
and presided at the ninth forum ses- 
sion of N. E. W. A.’s Planning 
Committee held at New York Feb- 
ruary 13. Guests at the forum were 
business editors of New York daily 
papers and representatives of the 
United and Associated Press serv- 
ices. 

The functions, services and op- 
erational problems of electrical 
wholesalers formed the basis of the 
forum’s discussion with everyone 
present participating in the ex- 
change of views. Types of post-war 
markets, new distributive methods, 
and the general economics of whole- 
saling were subjects most particu- 
larly explored. 

So far as the Planning Commit- 
tee itself was concerned, Mr. Metz 
declared that considerable value had 
resulted from the meeting. The busi- 
ness editors’ viewpoints, he thought, 
contributed materially to the knowl- 
edge the Committee is accumu- 
lating and disseminating among the 
membership. A. complete report of 
the meeting is being distributed to 
all N. E. W. A. members and will 
be useful to them individually in 
considering and shaping their polli- 

(Continued on page 81) 
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F Ever THINK 
A FLUO 


ORESCNT TROFFER LIGHTING 


“Ns TEM As A STRUCTURAL AID 2 


In designing stores, offices, schools 
and public buildings... 


lighting is no longer a comparative afterthought. 
It is an integral part of the design and construc- 
tion, and—in the case of Miller Fluorescent Trof- 
fer Lighting Systems—is a definite structural aid! 


For instance, it is no longer necessary to block 
in a ceiling and then waste expensive hours cut- 
ting, adjusting and readjusting until the fixtures 
fit and hang as intended. 


Instead, Miller Fluorescent Troffer Lighting 
Systems hang directly from the structural ceiling 
—and the false ceiling, which is hung from the 
lighting system, can be quickly filled in. 


This patented Miller Bracket makes it possible: 





f = 
Sey TE 
= or 
eee 
Miller Bracket for Miller Bracket for 


wood-frame ceilings. metal-frame ceilings. 


THE MILLER COMPANY «¢ MERIDEN, CONNECTICUT 





Other structural aids include: Reduction of 50 to 
75% in needed supports from structural ceiling 

. outlet movement minimized or eliminated .. . 
conduit and conduit fitting costs reduced up to 
80% ... wiring costs reduced up to 50%. And they 
all combine to make Miller Fluorescent Lighting 
Systems the most practicable to install. 


And the most flexible for esthetic design and 
functional planning! 


Miller Troffers fit the picture as single units or 
in blocks, geometric patterns and even as light 
strips “by the mile.” Their wide range of plastic 
and glass lenses, plates, and metal or plastic 
grilles harmonize with any type interior. 


In fact, so versatile are Miller Fluorescent Trof- 
fer Lighting Systems that they suggest themes 
around which entire interiors may be planned. 


So call a Miller Representative (they’re in prin- 
cipal cities) and see how our 100 years experience 
with all proven light sources can serve you! 
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{LLUMINATING DIVISION 
Fluorescent, Incandescent 
Mercury Lighting Equipment 


OIL GOODS DIVISION 
Domestic Oil Burners 
ond Liquid Fuel Devices 


WAR CONTRACTS DIVISION 
Wor Materie! 


ROLLING MILL DIVISION 
Phosphor Bronze ond Brass 
in Sheets, Strips and Rolls 
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OPA Checking to Halt 
Lamp Price Increase 


An enforcement drive to halt price in- 
creases of household lamps and lamp 
shades is being conducted by the Office 
of Price Administration and will 
tinue until March 31. 

All types of distributors—manufactur- 
ers, jobbers and_ retailers will be 
checked for compliance with price regu- 
lations, OPA said. retail 
prices of lamps and shades are two or 
three times what they were 
March, 1942, base period. Many retailers 
report that suppliers are quoting prices 


con- 


In some cases, 


during the 


as high as those retail stores are legally 
entitled to charge their own customers. 
The purpose of the drive is not only 
to roll back inflated prices but also to 
protect against unfair competition the 
large number of manufacturers, jobbers 
and retailers who are living up to OPA 
regulations. 
Wherever a manufacturer, jobber or 
retailer is found to be selling at above- 
ceiling prices, OPA will assert its claim 
for treble damages and will ask for an 


injunction restraining the seller from 
further violations. If a seller cannot 
produce the required records showing 


how he established his maximum prices, 








, 


Four major prize winners in the recent fixture design competition sponsored 
for utility lighting people by Sylvania Electric Products Inc. receive congratu- 
lations from Robert H. Bishop, general sales manager. Left to right: H. 


Grattan Jr., 


Potomac Electric Power Company, Washington, D. C.; L. B. 


Paist, Northern States Power Company, Minneapolis; Robert H. Bishop; 
C. J. Berry, Consolidated Gas Electric Light Company, Baltimore, Md., 


first-prize winner; Walter Kelley Jr., 


Co., Pawtucket, R. I. 


Blackstone Valley Gas and Electric 
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an injunction will be sought to suspend 
further sales until he prepares the rec- 
ords and obtains OPA’s approval for the 
price of his products. 

Sellers in general will be checked for 
compliance with record-keeping, report- 
ing and pricing requirements. 

Manufacturers in particular will be in- 
vestigated to determine whether, in sales 
to jobbers, they are giving the required 
discounts. 


NEWA Cooperating in 
WMC Industry Program 


The War Manpower Commission’s plan 
“to help industry help itself” is 
furthered by the National 
Wholesalers Association 


being 
Electrical 
through 
wholesalers in 


issu- 
ance of form for use by 
reporting labor saving ideas. 
The objectives of the WMC 
are to obtain increased effectiveness of 


program 


workers and to get jobs done by fewer 
people by: 
the job; 


reducing the work content of 


introducing shortcuts in opera- 


tions; improving production methods; 


improving working conditions; reducing 


absenteeism and turnover; substituting 


women, oldsters, physically handicapped 


and part-time workers; using new or 
changing mechanical equipment, etc. 

The objectives are to be _ realized 
through information being supplied vol 


untarily by members of the association 


and tabulated by association headquar- 
ters. A summary of all ideas will be sent 
Industry’s As 
WMC 


participating in- 


to all members and to the 
sociation’s Committee of for dis 
semination among all 
dustries. 
The form 


supplied by NEWA pro- 


vides space for the wholesaler to 


describe “the condition or operation as 


originally existing,” “the condition or 
operation as now in effect,” “the number 
of workers 


required before and after 


changes” and “expense, if any, for new 
material, equipment or 
to make the change.” 


(Continued on page 85) 
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YOUR CUSTOMERS ARE READING , 
ADS LIKE THIS IN THEIR JOURNALS _ 


QUIETNESS 









































This type orranged for 
\ leads to extend at 
‘ ends or from bottom. 





These Ballasts too are approved by the 
Underwriters’ Laboratories, Inc., and have 
the ETL certification. 


Instant Starting Ballasts are now available 
in two-lamp 40-watt sizes, making: starting 
possible without separate starter action or 
cathode pre-heating. 
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@ The quietness of Jefferson Electric 
Ballasts is an important consideration in most fluorescent lamp 
installations. 

This quiet operation is a result of correct engineering, care- 
ful selection of all materials, control of assembly, processing, 
and inspection—production of every part under Jefferson super- 
vision and under one roof. 

Quietness is further evidence of high quality in large scale 
Ballast production; a Jefferson Electric characteristic recognized 
by experienced lighting engineers and fixture manufacturers 
... New Bulletin 441-FL contains the latest engineering data. 
JEFFERSON ELECTRIC COMPANY, Bellwood (Suburb of Chicago), 

Illinois. In Canada: Canadian 
Jefferson Electric Co., Ltd., 384 
J EF c F FE R C 0 Pape Avenue, Toronto, Ont. 


FLUORESCENT LAMP 


* BALLASTS 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
Census of the U. S, Dept. of Commerce. 
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Business Index 
For the Month of December, 1944 


SALES 


December averaged 126 per cent of the 1939 average 


Sales of electrical goods by wholesalers in 


monthly level. Compared with the sales of the previ- 
ous month, December volume was 8 per cent larger. 

It is important to note that this increase over No 
vember was not due to increased industrial purchases 
resulting from the nation’s return to all-out war pro 
duction after the set-back in Europe. Instead, as shown 
in the regional analysis, most of this gain in National 
sales during December was built up by the performance 
of wholesalers in those states which are considered pre- 
dominantly agricultural, 
showed slight gains close to the national figure for the 
month. 


while the industrial states 


It is likely, then, that index figures for the next two 
months may continue to show gains as wholesalers sales 


reflect the increased industrial sales that may be ex 


pected to result from so many war goods producers 


having shifted back into high gear. 


INVENTORIES 


trical goods as reported by wholesalers in December 


The average of inventories of elec 


was 78 per cent of the 1939 average monthly inventory 
level, a figure which represents at the same time the 
approximate average of inventories for the year of 
1944, 

Compared with November, inventories in December 
This 


wholesalers’ 


were reported at 101 per cent. was the fourth 


successive month in— which inventories 


showed a gain over the preceding month 


COLLECTIONS Cottection percentages in December 
were at 94 per cent, 2 points above the revised collec 
tion percentage for November, and 9 points above the 
figure for December, 1943. Accounts receivable were 
up 4 per cent over November, and down 13 per cent 
from the accounts receivable figure of December, 1943. 


183. 





SEARCH Li 






& 
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Here, the moisture-permeability 
of a synthetic is tested, over a 
time period, under conditions 
equivalent to years of difficult 
service...one of a multitude of 


separate explorations. 





How most effectively to use the new materials? Which 
synthetic polymer is best for insulation in dampness? 
How improve the vulcanization of butyl rubber? 
How get both high tensile strength and low temper- 
ature flexibility in Buna S?...In the General Cable 
Research Laboratory, most completely equipped and 
manned institution in the world devoted exclusively 
to wires and cables, a tireless group of scientists is 
seeking and finding the answers to a host of urgent, 
practical questions. The work being done opens new 


vistas of product serviceability in many fields. 


GENERAL CABLE 
CORPORATION 


Manufacturers of Bare and Insulated Wires and Cables 
for Every Electrical Purpose 
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REGIONAL ANALYSIS 


\ ITHOUGH all regions showed an increase in sales 
; in December when compared with the previous 
month, the distribution of this sales gain varied greatly 
among the nine regions of geographically-grouped 
states. 

Most of the month's sales gain was reported from 
those regions made up of predominantly agricultural 
states. Heavy buying of electrical goods in the West 
North Central, the East South Central and the Moun- 
tain states gave those regions gains of 14, 27 and 27 
per cent respectively. In the case of each of these re- 
gions, the sales gains were far above those reported for 
any recent month, and represent the strongest showing 
of the agricultural states in a year. 

All regions made up of states primarily industrial, 
showed December sales volume equal to or greater than 
in November, but none of the gains approached those 
reported from the agricultural regions. It is apparent 
that any increase in the buying of industrial supplies 
hecause of the stepped-up war production effort has 
not yet reached a point where they would show up 
in December sales of these regions. 

Inventories in December for the nine regions varied 
greatly above and below the national figure, showing 
the most severe declines in those regions that had _ re- 
ported unusually large increases in sales. 

It is obvious that the variations in sales performance 


18d 


DECEMBER, 1944 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 











SALES INVENTORIES 
December 1944 Tradin December 1944 
Compared in °/, with aun Compared in °/, with 
Nov. Dec. (See Map) Nov. Dec. 
1944 1943 1944 1943 
109 75 | 113 108 
104 93 2 104 114 
109 105 3 95 112 
114 119 4 99 121 
109 107 5 98 117 
127 147 6 99 118 
106 99 7 110 136 

127 113 8 7 si 

100 104 9 103 109 

108 102 For 101 115 
U.S.A. 























*Insufficient data to show separately. 


were the determinating factor in the inventory picture. 
The effects of either the new WIHB restrictions or the 
delays in railroad transportation which crippled deliv- 
eries of many goods throughout New England and the 
Northeast probably will become apparent in the Janu- 
ary, 1945, reports. 
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1940, 41, 42,43 and ’44 
Five Eventful Years 


As Recorded By } 
The Monthly Business Index of Wholesaler's Salesman 


gH ps in the distant future will it be possible to 
review and appraise the effects of a war econ- 
omy on many of the materials and functions that made 
up the electrical wholesaling industry of pre-World 
War II days.” 

That statement closed the review of “Three Event- 
ful Years” in the March 1943 issue of Wholesaler’s 
Salesman, and we open this review of five eventful 
years with the same statement because it is even 
more true today than it was then. 

The period since March 1943 has seen the war 
conditions accentuated. The early sales boom has made 
way to a comparatively steady volume at wartime 
level, while inventories have been a feast or famine 
proposition, one month down to the barest minimum, 
then recovering to a workable level within govern- 
ment limitations. But, aside from all the ups and 
downs, so characteristic in a war economy, no great 
changes have taken place since the wholesalers settled 
down to be a vital gear in the wheels of war pro- 
duction. 

The wholesaling industry’s first three years of war 
will be remembered as a period of trials, tribulations, 
and some triumphs—years of economic conversion 
from being a peacetime asset to becoming a war-time 
necessity. The next two years were a period of serious 
application of this new-found strength in helping to 
accomplish the ultimate in war production that was 
known to be essential to victory. 


New Men Out of Old 


These five years have constituted a period of some 
personal transformation. for every wholesaler and sales- 
man. It forced in each an accentuation in functioning 
—gave stimulus and broader applications to his effort 
and his thinking as a distributor of urgently needed 
supplies. 

Early in these war years the salesman and whole- 
saler found that the old fighting spirit of former years 
was not enough, it had to be intensified and newly di- 
rected. To the previously well-developed spirit of 
competition was added a highly cooperative attitude 
of helpfulness, a pan-industry desire to act united to 
outdo the challengers—Hitler, Hirohito & Co.—the 
most dangerous ever met by any man or any company. 

The first efforts toward this new way of business 
cooperation were vague, but necessity soon gave 
needed direction and always there was progress to- 
ward the goal of effective aid to the country’s war 
effort. Finally, as experience piled on experience, and 
error showed the way toward better performance, 
wholesalers and their salesmen emerged as key fig- 
ures in the support of war industry and in the distri- 
bution of essential civilian supplies. The last two years 


in particular, have seen the wholesaler and salesman 
working efficiently and effectively often “above and 
beyond the call of duty” as an industry united in 
aiding the nation in its struggle for Victory. 


New Men With New Problems 


"40, “41, °42, °43, "44—a progression of milestones 
that mark significant changes in the means and meth- 
ods of doing business for salesmen and wholesalers 
alike. 

The inside of an electrical wholesaling house has 
become during the war years a strange picture for the 
industry whose management once planned attractive 
displays, balanced inventory with anticipated sales, 
kept an office force small enough to be busy, large 
enough to handle all work adequately and without 
rush. 

The wholesaler had no worry then about the prob- 
lems that have piled up during the five years: man- 
power shortages; problems in truck deliveries, truck 
tires and gas; learning the problems of priorities, and 
then keeping up to date in a maze of changes and 
amendments as changing war needs were reflected in 
the supply of goods and materials; watching inventory 
go down far below any practical level then rise slowly, 
completely out of sympathy or connection with sales 
volume; handling vast quantities of direct shipments 
for a while, then slowly change to out-of-stock sales 
without manpower to handle the work; and right along 
more and more government forms having to be filled 
out by a steadily diminishing or wholly inexperienced 
office force. 

But the salesman was not untouched, either. Little 
did he know five years ago that he would become 
a consultant, an expediter and an expert in substitu- 
tion to his customers, and that the technique of 
“selling” goods would become almost a memory. In 
1939 he was busy trying to meet his quota, parrying 
with his competition, studying the selling points of 
the products of his line. He’s five years older now— 
physically—but many times five years older in ex- 
perience and training. 

He has crammed into that short time the study and 
practical training that has made him an expert on 
electrical supplies and their industrial applications. 
He has become an expert in priorities, subtitute ma- 
terials and products, manufacturer’s production sched- 
ules and delivery problems. The salesman is a new 
man, looking to broader horizons in the wholesaling 
field, ready at the end of the war to re-apply selling 
to his trade, but*unwilling to forget all that has hap- 
pened to make him more experienced ar more cap- 
able of raising the standards and effectiveness and 
public service of electrical wholesaling. 
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FIVE EVENTFUL YEARS 


In The Electrical Wholesaling Industry 
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| DEC. 1940 — OPM Organized 








UG. 1940 — Voluntary Priorities Start | 

















Nineteen hundred and forty was not too exciting, but 
in it were germinating the seeds of future developments. 
The first Defense Program carried a $25,000,000,000 
appropriation that started off the new factory construc- 


tion. 


' 
? 


The Selective Service Act came and the first men 


went. Voluntary priorities were started in some indus- 
The first demands for Army camp construction 
helped boost electrical supplies sales. Operating prob- 
lems were not too severe. Residential building was ’way 
up. Appliances were being promoted for a record year. 


tries. 
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FIVE EVENTFUL YEARS 


in The Electrical Wholesaling Industry 
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1939 AVERAGE OF MONTHLY SALES AND INVENTORIES 
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i] . * 
FEB. 1941 — Mandatory Priorities IK MAY 1941 — DRSP instituted with PD-25¢ | | DEC. 1941 — P-100 replaces P-22 
' 








AUG. 1941 —P-22a Order | 

















| 
K may 1941 — OPM regulates copper, steel, zinc 
' ; 





i 
K Control of copper tightened | : 
2 








In 1941, wholesalers saw events snowball. The chart 
shows sales soaring to all-time heights. Stocks went 
out faster than the facilities of manufacturers could 
replace them. The peak of Army camp construction was 
reached. Defense appropriations were $78,000,000,000 
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by November. Retail sales went up 27 percent. New 
war plant construction hit peak levels. Then, with Pearl 
Harbor, came the beginning of intensive control of 
business and the start of all-out concentration on the 
ways and means of winning another World War. 


53 








FIVE EVENTFUL YEARS 


In The Electrical Wholesaling Industry 




































































7, 
an. | FEB. | M apri. | way | JUNE | suey | auG. | SEPT. | ocr. | Nov. | DEC. 
| 
' | 
t 
~) 
: r / 
t 
yt 
iG ¥ 
Ma 
. ~ 
if » | : 
’ T 
= ¢ 
ai 
Me f ‘ 
: 





: : 
' 
Kaw. 1942 — WPB succeeds OPM 
1 


' ‘ 
' 
K ara 1942 — PD-1X 
' 
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AN. 1942 —PRP inaugurated | 








4 











JAN. 1942 — M-67 starts | 











Ls. 





FEB. 1942-— WPB organizes Distributors’ Branch 








. 


KA 1942 —L-63 succeeds M-67 — L-78 restricts fluorescent sales | ; 
J 








Sales in January, 1942, took a drop that more or less 
reflected a month in which the nation caught its breath 
and organized for total war. It preceded four months 
when sales reacted to the early stimulus of the all-out 
War Program, before leveling-off at a high level. In- 
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ventories, already hit by the record sales of December 
1941, went under the strict limitation order and for the 
rest of the year declined slowly due to control, short- 
ages of critical materials, lack of appliances, etc. Year’s 
end saw maintenance demands beginning. 
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RA ENTORIES 
7 ; = 
K JAN. 1943 —1-219 Controls retailers’ inventories | ; 
a ' K re. 1943 —New distributor set-up in Wes | : 
4 } K JUNE 1943 —PDIX becomes WPB-547| 
| 

















~ 5 : “ —_~- 
7 Karri 1943 — WPB Electrical Supplies Industry Advisory Committee formed] 
* : 








The buying boom of 41 and *42 had eased by the be- 
ginning of 1943, but maintenance, repair and operation 
needs of war production were sufficient to hold whole- 
salers’ sales volume well above the 1939 peace-time 
average. Declines in February and July can be at- 
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tributed mostly to ye” "=, 


changing war picture 

and its varying demands on the manufacturing 
and service industries. Inventories had dropped by 
the end of the year to dangerously low levels. 
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FIVE EVENTFUL YEARS 


In The Electrical Wholesaling Industry 
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i 1944 —Set 40¢ per hour minimum wage for wholesaling industry | 





SEPT. 1944 —WPB plans civilian production | _ 
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¢ During a year of action on all war fronts, 
& wholesalers sales volume continued at a high 
average monthly level, although the month-to- 

month comparisons were uneven. But, although 
sales volume was high, the character of sales was 
changing from a preponderance of direct shipments to 


at a level higher 


an increasing number of those made out of stock. In- 
ventories began early in the year to show the results of 
more stable manufacturing and delivery conditions, in- 
creasing during the first half of the year, then remaining 


than at any time since the CMP went 


into effect in 1942. 
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ANOTHER EVENTFUL YEAR 


In The Electrical Wholesaling Industry 








UZ 











oa onl 





* 
_e eal 


eer” Sa hada 


5 
tenga 

















- 





pare 




















4 



































100 — | — 1939 AVERAGE OF MONTHLY SALES AND INVENTORIES 





























Col ‘ee e 


Fill This In From Our Monthly Index 








As 1945 began, the country was buckling down once 


again to the serious business of winning a global war. 
Optimism of late 1944, with post-war planning and 
some resumption of civilian goods manufacture, had 
been put on the shelf suddenly and effectively by the 
German counter-attack. All realized that at least many 
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months of fighting were ahead on the Western Front, 
and possibly two more years in the Pacific were to be 
expected before manufacturing and sales effort could 
be directed toward blasting the backlog of civilian buy- 
ing power, piled up throughout the country. 
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Lishting Equipment and 


Lamp Sales 


In First Five Post-War Years 


By Ward Harrison* 











we believe that history repeats 

itself, that the past is a guide to 

the future, there is a pertinent 
prophesy in the records of our own 
business. There is a curious corol- 
lary between the past and the pres- 
ent, an amazing similarity between 
the history of lamp sales in World 
War One and the record of lamp 
sales during World War Two. 

If there is anything in the his- 
tory of lamp sales, the trends that 
are evident today may teach a lesson 
and serve as a guide for the men 
who are planning today how to 
build up bigger lamp sales tomor- 
row. Everyone in the electrical busi- 
ness knows that the long history of 
lighting is a record of progress. 
Most of the members of the lighting 
fraternity believe that that progress 
will continue. 

Survey after survey indicates tre- 
mendous post-war lighting growth, 
shows the scores of stores, offices, 
schools, theatres, restaurants, plants 
and homes that await the release of 
lighting materials and the lamps for 
re-lighting. Elistory, too, adds veri- 
fication to these beliefs. The statis- 
tics of lamp sales, during the first 
World War, are a matter of record. 
Sales volume, complete for the years 
between 1939 and 1944, are also 
available. 

At the beginning of World War 
Two, in 1939, the number of large 


* Director of Engineering, General 
Electric Company, Nela Park, Cleveland 
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lamps used annually in the United 
States was four and three-quarters 
times the number in use at the out- 
break of World War One, a quarter 
of a century earlier. Although the 
volume of lamp sales today is far 
higher than it was twenty-five years 
ago, the rate of progress is directly 
comparable. In the first five years 
of both wars, history seems to have 
repeated itself. 

Chart 1 shows the way the two 
periods compare. The solid line, as 
the key to the graph _ indicates, 
shows the development of lamp vol- 
ume during the years of the first 


World War. The dotted line repre- 
sents the history of lamp sales in 
the second World War. The par- 
allel is striking, its implications sig- 
nificant. 


Lamp Sales 
1914-1918 1939-1943 


Since the rate of growth, the pat- 
tern of lamp sales, is so strikingly 
similar, suppose that the parallel 
continues. What if history again re- 
peats, in spite of lighting education, 
enforced savings, the cooperative 
planning for postwar by govern- 
ment, industry and commerce and 
the pent-up demand for modern 
lighting, history again repeats? Al- 
though conditions may never exact- 
ly duplicate, there are some indica- 
tions in the history of World War 
One that justify consideration. 

As Chart 2 demonstrates, the first 
full year after World War One was 
a period of rising lamp sales. In 
both 1919 and 1920 the line indi- 
cating the volume of lamp business 
remained above previous volume. 
Then briefly, as the graph shows, 
the line dipped downward. Soon 
after the depression of 1921, how- 
ever, it again began to climb. After 
this war, the up and down charac- 
teristics of Chart 2 may never recur. 
Nonetheless, there is food for 
thought in the record of those four 
years. If, as they make their post- 
war plans, lighting men will remem- 
ber the history of the period which 
immediately followed World War 
One, many of the errors of those 
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Witl Break Atl Records 
--|f History Repeats ltself 















earlier years may be avoided. 

Old-timers in the lighting field 
will remember how eagerly Ameri- 
can business tried to “return to nor- 
malcy.” Today, no one wants to 
return to a pre-war normal, every- 
one wants to go on from here. For 
those men who plan to form and 
train aggressive lighting sales or- 
ganizations, the men who organize 
to capitalize on long-term and wide- 
spread demand for modern lighting 
in plants and stores, schools and 
offices, farms and homes, history 
need not repeat itself. 

Lamp Sales 
During the Depression 
1920 to 1921 

Several years of unusual growth 
followed the depression of ’20, ’21. 
When at the end of that brief period 
the line of lamp sales again started 
upward, it marked growth that con- 
tinued throughout the next five 
years. If, in the years that follow 
the end of this war, history really 
does repeat itself, the capacity of 
our lamp and lighting equipment 
manufacturers will be 
the utmost. 

There can be no doubt that lamp 
sales thus far in this war have fol- 
lowed the pattern of similar sales in 
the first World War. If the parallel 
continues to be maintained, lighting 
men will find it a significant indica- 
tion of things to come. 

This much is true, namely, that 
the historical record of lamp sales 
at the end of World War One 


strained to 


agrees, in essence at least, with pres- 
ent forecasts made by market re- 
search men. Scores of current 
studies and market surveys show 
that thousands of potential custo- 
mers eagerly await the day when 
they can install modern lighting. 


Everyone in the electrical field has 
watched with wonder the phenom- 
enal growth of new lighting tools 
and techniques in the period prior 
to and during the years of World 
War Two. 

Chart 3, therefore, may be more 


LAMP SALES 


1914 TO 1918 


1939 TO 1943 
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Turret for TBM-2 Avenger Torpedo Bomber 


IF BO — 
WERE AUTON 


SAMSON UNITED COULD 





Samson Selective Speed Automatic Flatiron 


Ss U Pe LY MO R I T 4 AN with Duo-Dial Control and Magic Eye 


200,000 A MONTH WW ey 


The time may never come when Samson United will be asked to 
produce 200,000 automatic flatirons a month. But Samson has 


already proved that it could achieve this tremendous output by its Wy : 
production of one war item alone . . . the complete Turret for Ay / | N ys me 
Grumman Avenger Torpedo Bombers. Month after month we have Zz oo \C. 
been satisfying the world’s most particular customer... Uncle Sam D Gas (er) Hee 
... by meeting and exceeding quotas for this highly complicated, 

tough-to-build product. 


When the fortunes of war again permit volume manufacture of 
household electrical appliances, SAMSON Automatic Flatirons will 
be ready for you to place in the hands of housewives who want 
the finest. 
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than history, it may be prophecy! 


Lamp Sales 
Following World War One 
1922 to 1926 


Chis, or any analysis of the his- 
tory of business trends, is of little 
value unless we act upon it. For the 
lighting men who study the past 
with the hope of foreseeing the fu- 
ture, the parallel in this tale of two 
wars is reason enough for the crea- 
tion of a sales and service organiza- 
tion. 

Planning for the future should 
contemplate four phases of post-war 
service in four forthcoming mar- 
kets. To meet the needs of tomor- 
row, modern merchandisers of 
lighting equipment should: 

1. Organize to fill empty sockets. 
In stores, offices, theatres, restau- 
rants, schools and homes, a tremen- 
dous number of the seeing sockets 
either are empty or occupied by 
wrong size lamps. 

2. Organize to use new lighting 
tools and techniques. Scores of new 
lamps, developed or perfected for 
war-use, scores of new and better 
fixtures offer post-war prospects 
greater lighting flexibility, offer new 
opportunity for expanding the light- 
ing market. 

3. Organize to expand old mar- 
kets. War-work has taught thou- 
sands of new people to use and ap- 
preciate new and higher levels of 
modern lighting. When restrictions 
are lifted and lamps and lighting 
materials are available, lighting mar- 
kets probably will expand at least 
as fast as they did in the years after 
the first World War. 

4. Organize to develop new light- 
ing markets. Fluorescent lighting, 
grown great in the years of this 
war, represents the first market, an 
immediate market comprised of a 
large group of customers who want 
and need lighting help. Improved 
filament light sources, in newly de- 
veloped fixtures and controls, am- 
plify and intensify post-war poten- 
tials. 

The long history of lighting is a 
record of consistent growth. Year 
after year, as lamps and fixtures 
have continued to improve, lighting 
levels have continued to rise. At 
the end of the first World War, 
lamp sales climbed steadily and 
speedily for five years. When this 
war ends, will history repeat ? 
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It You Care About A Five- 
oll Up Your Sleeves 


By William A. Neal 


Acting Administrator, REA 
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HERE was a time when sales- 

men and wholesalers operating 

in rural areas were inclined to 
snort when the subject of farmers 
was brought up. 

“Farmers? They are tough pros- 
pects until they walk into my deal- 
er’s shop to buy.” 

Since then salesmen, generally, 
have found it profitable to overcome 
their reluctance to seek out farm 
trade. In fact some gained a differ- 
ent idea. 

They figured that a quarter of our 
population was worth special atten- 
tion. Shortly before the war they 


were doing a thriving business with 
goods and methods directed toward 
And they have plans 


farm families. 





Mass production of eggs is a science that can make much 
use of electrical equipment. This poultry raiser is providing 
his hens with a sunlamp, infra-red heat, and night lighting. 
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for picking up where they left off 
as soon as they can. They found 
that it paid to be concerned with 
farmers. 

During the depression many were 
too inclined to concentrate on the 
furrow immediately ahead to gain 
a proper perspective of the entire 
field. But today conditions have 
changed they take a broader 
view of the world and our country’s 
position in it. They know that if 
the food situation in France or the 
economic aid given to Ethiopia can 
affect our national prosperity, cer- 
tainly we have a stake in our Amer- 
ican farmer’s future. And if rural 
electrification will benefit the farm- 
er, then it is in our national interest. 


5 RE OES ee oa : 


The Rural Electrification Admin- 
istration has assembled considerable 
information on the status of farm 
electrification and what can be done 
to complete the work which was 
given initial impetus a decade ago by 
the establishment of this agency. 
That study is of dollars-and-cents 
interest to the rest of the country, 
especially to those engaged in the 
manufacture or marketing of elec- 
trical supplies, equipment or appli- 
ances. 

The REA report shows that ap- 
proximately 3,500,000 of our farms 
and 2,750,000 of our rural non-farm 
dwellings are still without central 
station electric service. Approxi- 


mately 3,655,000 of this number can 





Post-war sales of these fast-freeze cabinets to farmers are 
expected to boom immediately after the war. More than 20 
new manufacturers are expected to enter the field. 
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51% Billion Dollar Market 
Sell Rural Electrification 








be given service within five years 
after the commencement of a vigor- 
ous, well-planned and coordinated 
program. This program would re- 
sult in expenditures of about $1,- 
000,000,000 for line construction. In 
addition, old and new consumers 
would spend about $750,000,000 for 
wiring of premises, about $700,000,- 
000 for plumbing installations and 
more than $3,000,000,000 for pur 
chases of electrical appliances and 
equipment. The sum total involved 
is over $5,500,000,000. 

That is a sizeable backlog of busi 
ness—and jobs—for our post-war 
world. It is a self-liquidating proj- 
ect, placing no burden on the tax- 
payer, and calls for action by both 





a 


The traditional long working day for the farmer is longer now, but more pleasantly 
and more profitably so, since yard and barn lighting with electricity is available. 
Late chores are done easier and more safely. 


REA and the private utilities. 

A three-year program has been 
proposed by REA borrowers which 
has been analyzed rather carefully 
in terms of the job opportunities it 


presents to workers in both rural 


and urban communities. This pro- 
gram contemplates the extension of 
service to about 1,300,000 families 
by REA-financed systems. It calls 
for the granting of about $579,000, 
000 more REA interest-bearing 


: N 
T aay ak a i os 





Electric power on a farm grinding machine helps keep cutting 
tools at peak efficiency. This cutting bar from a mowing 
machine will cut more hay, cleanly, in less time. 
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This large dairy barn is lighted by the central row of in- 
candescent lamps in RLM reflectors, plus rows of sunlamps 
over the stanchions. Good lighting speeds up all the chores. 
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The many uses for this portable pumping outfit lowered pro- 
duction costs for drainage and irrigation, livestock watering. 


loans and will involve 631,900 man- 
years of employment. 

In the accompanying chart, is an 
analysis of the jobs which the pro- 
posed three-year REA-financed pro- 
gram will create. 

The many thousands, or perhaps 
hundreds of thousands, of jobs 
which this program would create 
directly are only one of its many 
benefits. The billion and a quarter 
dollars to be spent for the produc- 
tion of materials, construction of 
lines and generation and transmis- 
sion equipment, and for farm and 
home equipment does not put a 





Loss of valuable butter fat every year, 
can be prevented through sale of more 
electric separators. 
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period to such investments. Serv- 
icing and maintenance will create a 
constant source of business for in- 
dustry and jobs for labor. 
Electricity performs many real 
services for the farmer and his fam- 
ily. It improves his living condi- 
tions and eases some of the burdens 
of farming. And it also makes pos- 
sible his use of production tools 
which enable him to produce more 
and to earn a larger cash income. 
And that last point is an important 
one to men engaged in making or 
marketing things to farmers. Many 
men have slighted the farm market 


Many farmers can obtain a better price 
for their products by doing some proces- 


sing with electric-powered equipment. 





More livestock can be fed at lower cost through the use of 
this electrically driven corn sheller for home-grown corn. 


principally because the farmers’ cash 
income has always lagged behind 
the wages of urban workers. As 
the application of electricity to farm 
work lifts farm incomes, it makes 
the farm market a brighter sales- 
prospect. 

That application of electricity to 
farm work is one of the two basic 
factors on which the rural electrifi- 
cation program is based. The first 
is area coverage, which means that 
if any rural resident can have power, 
every rural resident in that area 
ought to be able to have it. The 
second fundamental is that in most 
cases electricity must pay its own 
way on the individual farm; that is 
necessary if rural electrification is 
to pay its way nationally. 

But electricity can be applied to 
farming in such a way as to earn 
its keep and a lot more. Where it 
is so applied, the farmer can use 
the proceeds to buy electrical goods 
—of what we in the cities call the 
“convenience” type but which to too 
many farmers are luxuries. 

The care in applying electricity 
productively and the planning in- 
volved, goes somewhat beyond the 
individual farmer. He needs and 
must have guidance in putting his 
new wired help to work for him. 
He gets part of that guidance from 
his county agent, from his state col- 
lege, from the company which sup- 
plies the power. 

sut he ought to have guidance 
from the dealer who installs his 
wiring ; who sells him electrical ap- 
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pliances and equipment. And the 
dealer ought to have guidance from 
the salesmen who keep his store 
supplied with goods. 

The farmer ought to be able to 
count on getting merchandise de- 
signed for farm use and of a size 
and model suited to his own farm. 
It should not be oversize, nor un- 
derpowered, for the use he will make 
of it. The dealer should be farm 
minded, he should know his cus- 
tomers’ needs and not be just an 
order-taker. The distributor’s sales- 
man has some responsibility in this 
regard. 

As good citizens we have a sel- 
fish interest in the physical welfare 
of our fellow Americans. They 
strengthen the Nation not only in 
times of emergency such as those 
we are currently experiencing but 
in normal times as well. 

The large percentage of rural 
youth rejected for the armed serv- 
ices testifies to the Nation’s need 
for being concerned with improving 
the living standards of rural Amer- 
ica. Electricity, because it makes 
possible modern indoor plumbing, 
refrigerators, milk coolers, good 
lighting, and simplified domestic 
tasks, provides better diets and bet- 
ter health for farm men, women and 
children. 

All of us, as consumers and 
citizens, have one further interest 
in the electric lines that reach out 
into rural regions. They are mak- 
ing possible the establishment of 
rural industries close to the sources 





The luxuries and conveniences of the American way of living are as much 
desired by the farm family as by the city dweller. Radios, fans, appliances, 





a. a ea 


| ANALYSIS OF JOBS WHICH MAY BE CREATED BY THE 
-. PROPOSED THREE-YEAR REA-FINANCING PROGRAM 





| Total number of consumers to be served...............+.. paves 1,329,000 
Total number of man-years of employment...................-. 631,600 
Man-Years of Employment along rural lines: ‘ 
_ Constructing distribution lines.....................:.. 62,500 
i Constructing generation facilities, transmission lines and 
Wine Seenenement =. i. be occ de cele ven 18,500 
|: installing and selling wiring, plumbing, farm and house- 
| PE URINE 5 Gh po 65S ee FR eh SG ASSN o's 54,070* 
Total Man-Years ............. 185,170 


._ Man-Years of Employment in mine and factory, transportation, 
offices and salesrooms all over the Nation: 


To make and sell products used in building distribution. 
I Se 5 oa i i so wor Ok RMS OE ES be Senha 139,400 
; To make and sell products used in building generation 
and transmission lines in installing improvements.... 41,100 ‘ 
To make and sell wiring, plumbing, farm and household / 
WOE oe on aS 315,930" | 





The total cost of the program, involving expenditures by 
REA-financed systems and by consumers, amounts to... .$1,262,850,000 





Cost or distribuvien linea; . 62. 6. os es ik een cee $ 403,750,000 
Cost of generation and transmission facilities and 
SIN 65552 io es Sh ees $ 119,100,000 
Cost of wiring, plumbing, farm and household 
SIO a Sh eis ks ERE $ 740,000,000* 
TOO 2 a | Cora Hees owed $1,262,850,000 


Dee 


*Within five years after premises are electrified. 


of raw materials. They also aid in power at the source of raw materials 
the extraction of wealth from mines can lower the cost of goods pur- 
and forests and fields. chased by urban workers and by 

Rural industries and electric urban industry. They provide em- 
ployment for rural workers, for men 
who live in small towns and for city 
workers who wish to remove to less 
crowded zones. The development 
of rural industries offers a seasonal 
or part-time cash income to mar- 
ginal farmers and thus provides the 
Nation with a foundation for a com- 
fortable, healthy and contented rur- 
al population. 

That's why the men who sell and 
service electrical equipment destined 
for rural America should take a 
greater interest in this market. They 
should seek to understand the farm 
applications of electric equipment 
and thus be able to perform a con- 
tructive merchandising role which 
will benefit not only themselves and 
their dealers but also the ultimate 
consumers. That is an obligation of 
private enterprise, and it is basic 





good lighting—all will be in demand postwar by the farm families. to our economic system. 
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Radio, Radar, Television and 
Loom Large As Post-W ar 








OR a dozen months past much 
| res been said—much copy writ- 

ten about the fuller life we are 
all going to lead in the post-war 
period by reason of the war-time 
developments in radio and its com- 
panion activities — radar-television 
and industrial electronics. 

A good bit of what has been said 
is based on recognized facts and 
sound thinking, but a good bit more 
has resulted from the great appeal 
of the subject because of the spec- 
tacular part which radio and its by- 
products have played in the war. 

Consequently, it seemed to me 
that you might be interested in a 
factual evaluation of the post-war 
prospects from us, who have to 
make our daily bread by the design, 
manufacture and marketing of the 
products which have been so plenti- 
fully suggested in both the editorial 
matter and advertisements of pe- 
riodicals and trade journals. Some 
of the remarks I have in mind may 
seem a little blunt in the light of 
some of the forecasts you have seen 
or heard but they are the facts as 
they appear to us at this stage. We 
are going to have our bets on these 
facts to keep the greatest number 
of our people gainfully employed. 


Multiplied Production Capacity 


At the start of the war it was 
estimated that there was approxi- 
mately 250 million dollars annual 
productive capacity in radio and 
electronic manufacturing facilities 
in the United States. This included 
the five or six major suppliers of 
communication, military and broad- 
casting apparatus, the entire receiv- 
ing set industry and those facilities 
associated with the Bell System 


* Excerpts from an address before the 
Baltimore Association of Commerce by 
Walter Evans, Vice President of West- 
inghouse Electric & Manufacturing Co. 
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By Walter Evans* 


which readily could be converted to 
production of military radio and 
communication equipment. 

With increase in plant facilities 
and an enormous program of sub- 
contracting that original capacity 
has been greatly multiplied. In the 
case of our own company the output 
has been stepped up 51 times (not 
percent) since a state of emergency 
was first declared. Clearly there will 
be ample productive capacity to ac- 
commodate the most optimistic esti- 
mates. 

Let me give you one quick illus- 
tration of what this means. We 
were recently figuring what would 
be required to equip the entire pre- 
war air transport fleet of America 
with a certain type of aviation radar 
system which would greatly increase 
the safety of domestic air trans- 
portation. Equipment for all of 
those planes could be turned out in 
just eight days, using only one of 
the plants now manufacturing this 
material. 


Unlimited Product Research 


But great as has been the increase 
in productive capacity, it is in engi- 
neering development and research 
that the most spectacular gains have 
been made. It is here that the prom- 
ises for the future are being ful- 
filled. Perhaps ninety percent of 
all radio research in 1938 was being 
conducted in a dozen or so labora- 
tories, three of them operated by 
the armed forces and most of the 
others by the larger manufacturers. 
Although these have all been en- 
larged many times, the number also 
has been increased to include any 
and all engineering facilities which 
might bring to bear the experience, 


resourcefulness and ingenuity of 
their staffs in electronic develop- 
ment no matter how remote their 
pre-war tasks. 

I know of one concern, designers 
of beauty shop fittings, whose engi- 
neers have made extremely credit- 
able radar designs which will have 
long term usefulness in navigation. 
Others are the products of former 
juke box makers or slot machine 
manufacturers, and if you’ve ever 
indulged in slot machine research 
you must have a healthy regard for 
the mechanical engineer behind the 
precision of those odds. 

The Government early sensed the 
importance of research and develop- 
ment in highly technical warfare 
and hundreds of millions of dollars 
have been made available. It has 
brought to the Radiation Labora- 
tories of Massachusetts Institute of 
Technology not hundreds, but sev- 
eral thousands, of the best brains of 
the faculties and research staffs of 
the colleges and universities of 
America. And all of these people 
have been working full time on ra- 
dio, radar, and their related ac- 
tivities. 

What does this all add up to in 
terms of useful products and new 
or improved services to be available 
to us when hostilities cease? To get 
the answer, we should divide the 
question into two parts and for 
clarity label each part in accounting 
terms, namely, first, CAPITAL IN- 
VESTMENT, and second, EX- 
PENSE ITEMS. 

First, all that effort which truly 
can be identified as pure research 
may be considered as CAPITAL 
INVESTMENT which, apart from 
its short time purpose, may be ex- 
pected to bear us a good return. 
This research, which is the recogni- 
tion of new fundamental principles, 
new elements, new laws of physics 
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Tubes ... Tubes ... Tubes 


. . - Radio-Radar-Television—All Electronic 


devices depend on tubes and they come in all sizes, from the tiniest, of 
microscopic proportions, to television’s giant iconoscopes. 


and chemistry, in a thousand ways 
will find its way into our future 
lives and quite largely through the 
many sub-divisions of the radio and 
electronic industry. 

The second portion of all this 
great effort, that which concerns it- 
self with applications of research 
principles in the development, de- 
sign and operation of equipment and 
systems must be charged to EX- 
PENSE—the expense of destroying 
our enemies by the most efficient and 
business like methods. This latter 
group will have little if any imme- 
diate post-war usefulness because 
its design has been dictated solely 
by the military requirements of the 
moment. True, a few items can be 


applied to peace-time activities al- 
most in their present form, but no 
great proportion of the total. 

In this group falls that class of 
spectacular device which has become 
known as radar and which has 
played such a prominent part in the 
present war. The work being done 
on those systems can be readily ap- 
plied to the problems of safety at 
sea and in the air. The research 
back of it solves many problems of 
the pre-war years such as those that 
retarded the rapid growth of tele- 
vision. 

In fact, many of the pre-war prob- 
lems in the communications and 
electronic field, are now subject to 
adequate solution because of im- 
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provements, simplification and the 
use of multiple purpose circuits ; of 
various forms of automatic controls ; 
of vacuum tubes using new elements 

even new principles ; of frequency 
bands opened up many times wider 
than the whole available spectrum 
when the war began. 

It is our considered belief that 
all of the technical answers are on 
hand for a usable and acceptable 
television system. This includes 
the probability of a reasonably 
priced receiver and a_ practical 
means of getting the shows across 
the country by means of radio 
links or one of the more recently 
developed type of metal conduc- 
tors. While the technical answers 
are here, some of the other an- 
swers are not, and it seems to me 
that much of the solution of the 
remaining problems rests with 
men in the programming, produc- 
tion and advertising divisions of 
the broadcasting industry. 

All of these things will take a 
reasonable time after we are free of 
war requirements. Most of the re- 
ceiver manufacturers indicate that 
they will bring out receiving sets 
very similar to their last pre-war 
models. Improvements resulting 
from war development will be added 
only as they can be assimilated by 
the industry. At the beginning it 
is going to be a race among the 
manufacturers for a slice of the 
largest replacement market for 
years to come. 


Frequency Modulation 


A new method of radio broadcast 
transmission and reception which 
has become known as frequency 
modulation was developed immedi- 
ately prior to and during the war. 
This relies on the principle of shift- 
ing the frequency of the carrier 
wave in accordance with the sound 
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or music to be transmitted, rather 
than varying the amplitude of the 
carrier as is the common practice 
up to the present time. 

Frequency modulation broadcast- 
ing, however, will prove to be a 
must in all of the manufacturers’ 
line of medium-to-high priced sets ; 
not so much on its proved use as on 
the fact that it has had one of the 
outstanding promotions of the dec- 
ade. Certain advantages are evident 
but perhaps restricted in scope. 
Metropolitan areas are unlikely to 
experience better signal or quality 
than from the present standard 50 
kilowatt stations up to the line 
where their fading band starts. The 
line where fading frequently sets in 
at night with resulting impaired 
quality is at a distance of about 25 
to 30 miles. From that point out to 
the limit of the FM range of ap- 
proximately 40 miles, FM stations 
will have advantage. That is, gen- 
erally speaking, the extreme subur- 
ban area. Beyond this restricted 
belt coverage must still come from 
standard stations. 

If FM were to generally replace 
the stations on the so-called local 
channels, their service would be 
somewhat improved. The locals are 
now restricted rather badly because 
of interference from the relatively 
large number of similar stations on 
the same channel, without adequate 
geographical separation. The inher- 
ent short range characteristics of 
FM in this case would be an ad- 
vantage and would stretch out the 
useful night time range of the locals 
from a present 10 to 18 miles, to 
perhaps 30 or 40 miles depending 
upon the topography and site. 

Contrary to some opinions, either 
system is capable of equivalent qual- 
ity. And all present transmitters 
produce better quality than the re- 
ceivers are able to reproduce. The 
vast majority of the buying public 
has never been willing to pay for the 
marginal quality in a receiver neces- 
sary to take advantage of the qual- 
ity already available at the trans- 
mitter. 

But because of the interest 
aroused in FM, it looks like the 
receiver manufacturers are in for it, 
like the free wheeling of a dozen 
years ago in the automotive indus- 
try. Whether its true merits per- 
mit it to survive longer than its 
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automotive predecessor remains to 
be seen. 


Industrial Electronics 


In the field of industrial elec- 
tronics the forecasters have had 
something of a field day. Over- 
looked entirely is the fact that many 
of the uses suggested as new have 
been available since the middle ’20’s. 
In fact, in the original manufacturer 
of vacuum tubes, electronic heat 
treatment was used in exactly the 
same method and types of apparatus 
that are being suggested today as 
something of a cure-all for many 
industrial processes. 

During the depression, when we 
had ample time on our hands, we 
worked in the laboratory with many 
of our customers in treating their 


products by electronic methods. 
During that period, we: baked 
hams; kiln-dried lumber; cured 


plastics ; dried movie film ; cemented 
shoes together with thermo setting 
materials; dehydrated tobacco for 
export ; killed vermin in grain, food- 
stuff and candy and a number of 
others. 

All but a few were technically 
satisfactory. And finally a morti- 
cian asked us to sterilize a corpse in 
lieu of embalming. We believed it 
would work but declined the oppor- 
tunity. However, almost none of 
these resulted in actual production 
applications. Some were not com- 
petitive with existing methods, some 
few gave no better results. How- 
ever, all the potential purchasers 
had a common reluctance to put 
their money on the line for the 
initial cost of the installation during 
those gloomy days of the depression. 

3ut many new and _ justifiable 
uses are being developed economi- 
cally sound and will be put into use 
just as soon as critical materials can 
be released by the War Production 
Board. 

Probably the outstanding elec- 
tronic achievement of the war peri- 
od was the reflowing of tin, which 
within a year’s time became the 
standard method of most for the 
steel mills manufacturing tin plate. 
Low frequency transmitters of some 
600 kilowatts capacity are coupled 
to the tin line and reflowing the 
dark gray, porous, electroplated 
sheet into bright non-porous com- 
mercial tin plate. The method saves 
about 65 percent of the tin formerly 





necessary for making tin plate, and 
because of the shortage of that crit- 
ical metal, the method was rapidly 
adopted. 

To name just a few of the out- 
standing applications on which de- 
velopment work is well along; the 
molding of plastics, annealing of 
electrical steel, bonding of plywood, 
brazing and welding, hardening and 
tempering of metals, production of 
alloy steel, inspecting for porosity 
of metal sheet and castings, dynamic 
balancing, vibration fatigue of mate- 
rials, remote power line operation 
and metering and, high speed x-ray 
inspection of castings and forgings. 

There are also many other uses 
which have proved out in the lab- 
oratories and are ready for post- 
war markets. 

So far, I’ve stayed pretty much 
with the facts as they can presently 
be observed rather than forecast. 
Now I'd like to ask you to do the 
stargazing. Some of you will re- 
member that during the last war, 
we heard the Swan Song of the 
Spark Radio Set and saw the ad- 
vent of the three element vacuum 
tube which led to the present type 
of radio communications system. 

Out of that World War I de- 
velopment grew the broadcasting 
business, the radio receiver industry, 
talking movies, and others, none of 
which was in prospect before the 
war. From what I’ve outlined of 
the work being done, it is quite 
apparent that the research and de- 
velopment during the present war 
is perhaps a thousand times that of 
the last. It seems a conservative 
estimate that twenty years of nor- 
mal development has been crowded 
into the past four years, and most 
of it thus far restricted for military 
use. 

So we will end up this war with a 
simply terrific amount of technique, 
know-how and facilities. All that’s 
needed to start a few new indus- 
tries is to know what service as yet 
unborn, what facility yet unknown, 
would be useful in the American 
home, in industry, in transportation, 
in the amusement field. I have no 
doubt that new applications of war- 
time developments on which new 
industries will be based will result 
from the ingenuity of American in- 
dustry and American engineering 
resourcefulness. 
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Survey Of Dealers’ Buying Plans 
Key To Post-War Appliance Selling 


Salesmen can find in this manufacturer’s survey the answers to 


many questions about what products the dealers are planning to 


handle, the number of lines, and the merchandising help they need 





NE of the most important ele- 

ments in successful planning 

for post-war appliance sales 
by wholesalers and salesmen will 
be a thorough knowledge of their 
dealers’ buying intentions for post- 
war. While much of the necessary 
knowledge of the individual dealer’s 
plans will be obtained through the 
normal periodic contact by the 
wholesaler’s salesman, the really 
significant trends are discovered 
only through general surveys of all 
dealers as they are made and an- 
alyzed by manufacturers or other 


groups. 
Most salesmen and wholesalers 
realize that, although they are 


spendng a lot of time helping their 
appliance dealers plan post-war 
sales, the dealers are being influ- 
enced by other factors including 
promotional material from manu- 
facturers, the dealer’s individual 
financial condition, and his own in- 
terpretation of the community that 
he knows and sells. 

Consequently, the average dealer 
is making plans that include what 
he considers the best information 
from many sources. Just what these 
plans are have been surveyed by 
one manufacturer, the Edison Gen- 
eral Electric Appliance Company, 
Chicago, through questionnaires to 
17,000 appliance dealers. Some of 
the tabulations from this survey are 
reproduced on these pages. 

Salesmen and_ wholesalers, 
through study of such surveys as 
this, can find many helpful sugges- 
tions for improving the effectiveness 


of their post-war selling to retailers. 

In most cases the results of such 
a national survey should be in- 
terpreted in the light of local con- 
ditions, and supplemented with 
information picked up by local con- 
tact if best results are to be ob- 
tained. 


Of the dealers whose _ replies 
make up this survey, 47.9 per cent 
were specialized appliance dealers, 
17.1 per cent were the appliance de- 
partments of furniture stores, 12.9 
per cent were hardware stores, 5.5 
per cent were department stores, 
and the balance were utilities and 


THE APPLIANCES THAT DEALERS PLAN TO SELL POSTWAR 


Based on Responses of 2,165 Appliance Dealers 
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miscellaneous retail appliance out- 
lets. 


More Refrigerator Dealers 


Wholesalers and salesmen can see 
from chart No. 1 that 93.2 per cent 
of the dealers intend to sell house- 
hold refrigerators. This would in- 
dicate that many more dealers who 
handled only traffic appliances be- 
fore the war are planning major ap- 
pliance sales. This is substantiated 
by the figures which show the large 
number of dealers who plan to have 
lines of electric ranges, radios, dish- 
frozen food 
washers and ironers. 

Such an increase in the number 
of outlets for 


washers, cabinets, 


major appliances 
would have an effect on several as- 
pects of the wholesaling business. 
To the wholesaler it will mean that 
he will be supplying a larger num- 
ber of dealers with each one doing 
a smaller percentage of the total 
volume of business. Among the dis- 
advantages of this condition is the 
increase in number of orders to be 
taken, the number of deliveries to 
be made, more credit investigation, 
more bookkeeping and _ inventory 
record expense. 

On the other side is the fact that 
more orders will be handled at low- 
volume discount rates, thereby mak- 
ing up to some extent the added 
cost of the extra work involved. 
\lso there will be the advantage, 
that through having a larger num- 
ber of outlets the wholesaler will 
have an opportunity to get more 
thorough coverage of a district. 





To the salesman, this indication 


of an increase in the number of 
dealers who will carry major appli- 
ances will mean that he should con- 
sider almost every one of his retail 
appliance dealers as a prospect for 
these major lines regardless of 
whether or not the dealers carried 
them before the war. It will mean 
that the salesman is scheduled for a 
lot more work in order to build up 
and maintain a satisfactory volume 
on major appliance lines among his 
dealers. Many more calls will have 
to be made, and there will be more 
dealers with whom the salesman 


will have to work in planning sales 
programs and in solving merchan- 
dising problems. 

While looking at these figures on 
major appliances, it is important to 
note that more dealers are planning 








to handle refrigerators, radios and 
vacuum cleaners than are planning 
to sell only table appliances. 


Ranges to Be Pushed 


Important to wholesalers and 
salesmen in planning post-war lines 
and sales programs are the data on 
the electric range. Replies from the 
dealers show that 80.4 per cent in- 
tend to carry electric ranges. Such 
a high percentage in a nation-wide 
survey would indicate that whole- 
salers will find a demand for electric 
ranges in sections of the coun- 
try where there was little sales ef- 
fort on this product before the war. 
This means that the rate structures 
of many utility companies has been 
or is expected to be changed so as 
to provide an economical electric 
cooking rate. 

With a large consumer demand 
for washing machines showing on 
all surveys of post-war buying 
plans, and with both wholesalers 
and retailers well established in the 
handling of this appliance before the 
war, the main question of interest 
is whether the automatic-cycle 
washer or the conventional machine 
will be emphasized. 

This survey shows that 77.9 per 
cent of the dealers intend to sell the 
automatic washers and 76.1 per cent 
will also carry the conventional 
washer. Wholesalers and salesmen 
can see from these figures that they 
need to be able to supply their deal- 
ers with both types of washers in 
order to get the retailer’s exclusive 
business. Otherwise they wil! be 
helping the dealer to promote wash- 
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er sales with a substantial percent- 
age of the resulting sales going to 
some other wholesaler who handles 
the other type of washer. 


Will Emphasize New Lines 


Many dealers are planning to add 
new lines, and the following figures 
will be important to wholesalers and 
salesmen who want to be able to 
anticipate dealer needs and be ready 
with a complete line of those prod- 
ucts the dealer is planning to carry. 

The survey shows that 48.8 per 
cent of the appliance retailers intend 
to handle a line of kitchen cabinets. 
This figure has been interpreted by 
one appliance manufacturer to mean 
that there will be a great dealer in- 
terest in the sales of complete kit- 
chen ensembles, including electric 
dishwashers, electric garbage dis- 
posal units, as well as the various 
styles of kitchen storage cabinets. 

Room coolers are in the post-war 
selling plans of 52.5 per cent of the 
dealers. The high percentage for 
these coolers, as well as for electric 
clothes dryers (40.3 per cent) and 
ironers (67.3 per cent) in the face 
of consumer surveys which put 
these appliances well down on the 
list of goods-the-consumer-is-plan- 
ning - to - purchase - immediately - 
after-the-war, would indicate that 
dealers are planning to go into the 
post-war period ready not only for 
showroom sales of replacement 
units, but that they are planning to 
develop staffs of specialty sales- 
men along pre-war lines to promote 
the sale of these newer appliances. 


To Keep War-time Lines 


Those in the wholesaling field 
who have helped dealers develop 
new lines of non-electrical products 
for the war period, and who have 
seen their dealers’ shelves and floors 
become loaded with everything from 
paint products and furniture to cut- 
lery and glassware, will find in this 
Hotpoint survey that 82.9 percent 
of these dealers intend to keep all 
or some of this merchandise after 
electrical goods return to the mar- 
ket. In fact, 32.2 per cent of the 
dealers state that they will keep all 
their war-time non-electrical lines. 

Samples from the survey show 
typical groupings of these duration- 
lines which dealers now consider as 
products worth handling in peace- 
time: 1. Paint, floor polish, crock- 


ery, glass utensils, housekeeping 
books, candles and cleaning solv- 
ents; 2. Soft goods, children’s toys, 
jewelry items, knives and hardware 
items, games, etc. ; 3. Breakfast fur- 
niture, phonograph records, cab- 
inets, mirrors, pianos; 4. Ice boxes, 
rugs and furniture; 5. Household 
items, toys, and sporting goods. 


Aid the Dealer Needs 


In the questionnaire sent to the 
appliance dealers this _ electrical 


well as for more product informa- 
tion. 

It is interesting to note that the 
appliance dealers were almost even- 
ly divided among those who plan to 
carry only one brand of appliance 
and those who intend to handle two 
brands. 

It is probable that the high per- 
centage of dealers planning to carry 
two brands resulted from their pre- 
war experience when they had to 
carry two brands in order to have 








In such up-to date showrooms as this, dealers will have the post-war contact with 
the public. Knowing what these dealers plan to sell in these showrooms will help 
wholesalers and salesmen do a better job of post-war planning. Guth photo. 





manufacturer asked what subjects 
relating to retail merchandising 
they would like to have covered. Al- 
though the purpose was to give the 
manufacturer a key to the type of 
sales helps he should prepare for 
his dealers, the results are of equal 
importance to the  wholesaler’s 
salesman who wants to help his re- 
tail dealers become stable outlets for 
post-war appliances. 

The dealers replied that their 
greatest need was “How to arrange 
display windows and _ interiors.” 
They also wanted information to 
help them plan and use advertising 
effectively. The problem and 
necessity of building new sales 
staffs was evident in their request 
for help and guidance in the hiring 
and training of appliance salesmen. 
They expressed a need for informa- 
tion on time payment contracts as 
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a complete line of appliances. These 
dealers haven't yet received com- 
plete information from manufactur- 
ers regarding the number of com- 
plete lines that will be available 
after the war. It seems likely that 
when such information is available 
and many dealers find that they can 
get a complete line under one brand 
name that a similar survey would 
show more dealers planning to sell 
only the one brand. 

If there is still a large number of 
dealers carrying more than one 
brand when appliances become 
available, the wholesaler’s salesman 
will find his selling work increased. 
He will have to work more care- 
fully with these dealers to see that 
the selling technique for each brand 
is worked out thoroughly without 
conflicting with or overlapping the 
sales story for the other brand. 
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Selling All The Electrical “Tools” 
That's The Post-War Plan of 


From experience gained pre-war and in four hectic years of 
serving industrial accounts in a critical and highly important 
war production area, this wholesaler concludes that postwar 
it will be smart to sell all electrical “tools” to all industrials 





S a result of carrying on an 
electrical wholesaling business 
under these hectic war condi- 
tions, I think that certain plans are 
beginning to crystallize in the minds 
of wholesalers—particularly those 
operating small concerns. I am re- 
ferring to the things that are to be 
done after the war is over, whether 
or not they are to be dignified by 
the term “post-war planning.” 
or my part, as a result of being 
located in one of the great war in- 
dustry practically 
everything we sell either directly or 


centers, where 
indirectly now goes into some form 
of industrial work, I have 
awakened to the possibility of sup- 
plying industrial plants with a type 
of service to which I had paid too 
little attention before the war. It is, 
therefore, my intention to follow 
through on this different line of 
service when times again approach 


been 


normal. 

By this I mean to say that in the 
“old days,” while we lived through 
service, this service had pretty much 
of a stereotyped pattern. Service 
then meant carrying adequate stocks 
of standard wiring supplies and de- 
together with appliances; 
catering to the electrical contractors 
and dealers ; 


vices, 


and trying to deliver 
goods to the customers’ doors in 
twenty-four hours, eight hours or 
eight minutes, as the case might be. 

We were  Johnny-on-the-spot 
artists in serving on a stop-watch 
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Irving P. Bean 


The goods that we sold went 
principally into the construction of 
new buildings and the maintenance 
of those already built. 


basis. 


This was the basis of our business 

a sound one and one that we shall 
never let go. But when it came to 
the needs of industrial plants we did 
not depart much from the pattern. 
We continued to render service to 
those plants on the basis of wiring 
devices, supplies and lighting equip- 
ment for maintenance. These went 
either directly to the plant elec- 
trician or engineer or to the elec- 
trical contractor servicing the plant, 
according to which type of mainte- 
nance the owners preferred. 

The business of war has im- 
pressed upon me the opportunity to 
supply a service quite beyond this. 
or the first time, I have come to a 


full realization of what the electrical 
“tools” of industry mean. The word 
is quoted because “tools” signifies 
so many things besides an electric 
drill or soldering iron. Thanks to 
the lighting people, we have all come 
to recognize illumination as a tool 
of industry. That isn’t the only one. 
In the catalogs of our manufac- 
turers there are today scores, almost 
hundreds, of electrical tools which 
we, as wholesalers, have 
known mostly by hearsay. Some 
other type of distributor familiarized 
himself with them and sold them, 
while many of us, the electrical ex- 
perts, stuck by wire and sockets. 
All that equipment in which elec- 
tricity is inherently a function of 


electrical 
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That Industry Shou 





This Pacific Coast 


By Irving P. Bean, 


President, Bean Electric Company 


Seattle, Washington 








operation and which aid the proc- 
esses of manufacture are the elec- 
trical tools of industry. I refer to 
such things as exhaust fans of all 
types and sizes, industrial vacuum 
cleaners, magnetized chuck holders, 
water pick-up electric cleaners, tool 
markers (electric etchers), con- 
duit benders, special cargo and hal- 
yard lights for ships, transmission 
controls, electric tachometers, all 
types of electric drills. 

Closely allied to and supplement- 
ing such equipment come the elec- 
tronic and magnetic controls for mo- 
tors and for the control of certain 
stages in a manufacturing process, 
which lines of products open up a 
vast new field of opportunities for 






















a 
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the alert wholesaler and salesman. 

In fact, the items mentioned only 
scratch the surface of this field of 
electrical tools—those that are com- 
monly known now. Behind the 
closed doors of our war plants are 
many new electrical applications 
that must not be mentioned today 
but which will be common knowl- 
edge tomorrow and will have their 
place in post-war industry. 

Thinking as I do that we are on 
the threshold of a new phase of 
electrical service as applied to in- 
dustry, I propose as an electrical 
wholesaler to prepare myself by 
studying. earnestly the needs of in- 
dustry so as to be prepared to serve 
along those lines just as soon as 
stocks of such items become avail- 
able. 

No doubt this will require setting 
up a special department and may re- 
quire a special brand of salesman- 
ship and special types of salesmen 
men with engineering and produc- 
tion knowledge plus that quality of 
imagination which all enable them 
to sense possibilities for these va- 
rious applications of electricity to 
manufacturing problems. But I can 
see no sound reason why an elec- 
trical supply house cannot 
itself known in its community as 
headquarters for the electrical tools 
of industry just as well as has been 
done by industrial, hardware, ma- 
chinery and specialty houses. I in- 
tend to make the effort. 


make 








ortable Lighting Equipment Has 
arse Post-War Sales Potentials 


By Cyrus G. Talbot 





LTHOUGH 
continuing to 
war-time problems of no small 
proportions, the time is not far 


wholesalers are 
wrestle with 


away when they will want to com- 
plete their postwar merchandising 
plans in which not even the seem- 
ingly small items should be over- 
looked, and that means that portable 
lighting will deserve their consid- 
eration. 

The field of portable lighting 
equipment includes all self-powered 
units, from the small dry-battery 
powered hand flashlight up to the 
searchlight truck and trailer, as dif- 
ferentiated from the bridge lamp 


and floor lamp as well as the indus- 
trial standard types. 

Portable lights provide plenty of 
light for instant use with no long 
cords to get tangled, nor large bulky 
standards taking up considerable 
space. 

The portable electric hand light 
is ready for instantaneous use and 
is not dependent on any outside 
electrical power source to produce 
light because actually it is a self- 
contained electric plant. When all 
other means of light fail, the port- 
able electric lamp is the most 1m- 
portant piece of equipment to have 
on hand for any of the numerous 





Ready for the emergency when electric power supply fails, portable lights 
now provide brilliant, lasting illumination. Firemen use one for safe and 
accurate investigation of a fire-swept dwelling. Chicago Daily News photo. 





Portable lights are necessities for law- 
enforcement agencies. This one is lighting 
the furnace where Chicago police found 
charred remains of the clothing of a mur- 
dered man. Acme photo. 


emergencies that very often arises. 

In the past the camper, fisherman, 
trucker, railroad man and others 
have been contented with a kerosene 
or gas type lamp for emergencies 
and night work, whereas today the 
electrically powered lights are avail- 
able and ready to give much supe- 
rior service. 

Since it has been made depend- 
able, the self-contained portable elec- 
tric hand light has become popular 
and is rated as an excellent sales 
builder by men who have pushed 
their sale. 

Many new types of portable elec- 
tric lights have been developed and 
placed on the market, representing 
improved design and full utilization 
of new materials and new accesso- 


WHOLESALER’S SALESMAN—March 1945 











5 

















ries, many of which are playing a 
silent, though important part in the 
continued victories of our armies. 

New types of electrical generating 
equipment such as both dry cell and 
storage batteries, as well as elec- 
trical generators and special types 
of lamps, are now being used. Some 
types of portable electric hand lights 
now on the market are self powered 
by rechargeable batteries and are 
equipped to be recharged from any 
power source from wind chargers 
to standard 110 volt 60 cycle. These 
lights are designed to produce pow- 
erful regular or emergency light, 
being capable of continuous lighting 
of large areas or to project beams 
of light almost a mile, thus making 
available, carried about in the hand, 
a service which is otherwise pos- 
sible only from fixed sources of 
power. 

Wholesalers and salesmen who 
undertake the job of marketing port- 
able electric lights will find that it 
calls for ingenuity as well as sales- 
manship in that the power and util- 
ity of the average units cannot be 
truly appreciated nor properly dem- 
onstrated during the daylight busi- 
ness hours. Furthermore, before ap- 
proaching a prospective buyer, the 
salesman should try to determine if 
possible just how many places the 
potential customer can use a port- 
able electric light in normal work 
as well as how they can be used for 
emergencies by each particular 
prospect. 

The danger of fire with its re- 
sultant cutting off of internal light- 
ing is by far the most common rea- 
son why portable light should be 
available. However, the maintenance 





For close inspection work, the powerful beam of a portable light is useful. 
Detectives use it here to study blood stains on Chicago’s State Street where a 
man was murdered. 


man also finds portable electric lights 
useful for all sorts of jobs such as 
steamfitting work, boiler repairing, 
flue inspection work, etc. 

The plant guard or plant fire de- 
partment will always be anxious to 
get hold of a good portable light. 
Every airport needs a portable elec- 
tric light for field as well as hangar 
use, and in fact the aviation field is 
fast becoming one of the large new 
markets in which portable electric 
lighting is finding new uses such as 
runway and taxi markers, boundary 
lights and traffic tower control 
lights. Owners of many of those 
airfields, scattered about the coun- 
try, that are used chiefly for local 
traffic or in emergencies have found 
that portable electric light provided 
the answer to their lighting problem 
from the standpoint of economy as 
well as utility. 

It is not a rash statement or claim 
to make when it is said that there is 
not a business house or industrial 
organization that does not need 
some type of portable electric light, 
whether it be the ordinary hand 
flashlight, a searchlight or floodlight 
that will light up the average fifty 
by one hundred and fifty foot room 
well enough to read for ten con- 
tinuous hours or as an extreme a 
searchlight trailer for fires and 
catastrophes that will light up a city 
block sufficiently well enough to 
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permit rescue and repair work. 

It will pay any salesman or any 
wholesaler’s organization to inves- 
tigate the many opportunities for 
making portable electric light sales 
to essential users that exist today 
and that will become more plentiful 
in the post-war markets. There are 
large groups of users both past as 
well as new who cannot be properly 
served today because of priority re- 
strictions, but these represent to- 
morrow’s customers and tomorrow's 
profits which will be manifold. 

Volunteers in future 
sales are men, home on leave from 
fighting fronts, telling of the won- 
derful job some particular types of 
portable electric hand lights are do- 
ing in the surgical tents of the med- 
ical corps, the commanding officer’s 
huts, in speeding repair and main- 
tenance work on ships as well as on 
shore, on boats, planes, in foxholes 
and ammunition depots. 


boosting 


Most of those men who have used 
portable lights in the field have sug- 
gested innumerous uses to which 
units can be put in everyday civilian 
life and in the post-war period. 
Some of their suggestions involve 
only limited opportunities for post- 
war sales while others represent 
large fields and open up large, pre- 
viously unthought of markets for 
post-war selling of portable electric 
lights. 
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TO COMPANY PRESIDENTS: seauecugueee seen 


Today—thanks largely to you and other industrial executives—22,000,- 
000 civilian workers are speeding victory and achieving postwar secu- 
rity through the Payroll Savings Plan. Over 60% of the 6th War Loan 
subscriptions came from this source—and, between drives, this forward- 
looking plan has been responsible for 3 out of 4 War Bond sales! 


Good as this record is, the Payroll Savings Plan can be still more effec- 
tive. Believing this can best be accomplished by giving Bond buyers a 
definite idea of the many benefits accruing to them, the War Finance 
Division has prepared a variety of active aids for employee education. 
This new “ammunition” includes: 
a—An entertaining, swift-paced moving picture, graphically 
showing the importance of buying—and holding—War Bonds. 
b—An interesting, easy-to-read booklet, explaining how War 
Bonds may be accumulated to provide education for children, 
homes, retirement incomes, etc. 


c—Attractive, handy War Bond envelopes, enabling Bond 
holders to note each separate purchase—and the specific purpose 
for which each Bond or group of Bonds was bought. 
Passing this particular ammunition requires that you reappraise your 
own company’s Payroll Savings Plan. Have your own War Bond Chair- 
man contact the local War Finance Committee—today! They will wel- 
come the chance to discuss this new program with you. 


The Treasury Department acknowledges with appreciation the publication of this message b 
i & y 


The Wholesaler's Salesman 


ae This is an official U.S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Councsl 
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Angles on War Contracts— 


Renegotiations and Repricing 





ASHINGTON, D. C.—War 

contractors who are actively 
producing war goods in 1945 can 
count on one thing: The govern- 
ment is going to insist on closer 
pricing and tighter cost control from 
here on. If there is any extra 
cushion in a contractor’s price now, 
it probably will come out before the 
end of 1945. 

Army and Navy _ procurement 
officers have just started on a com- 
prehensive review of all major con- 
tracts and subcontracts designed to 
trim down any prices they consider 
out of line. Their object is to take 
the fat out of prices in advance in- 
stead of paying it out and then get- 
ting it back through contract re- 
negotiation. 

So far, contractors haven’t heard 
much about this new company 
pricing program, but eventually its 
effects will percolate throughout the 
business system. In 1945, most of 
the contracts that are now subject 
to renegotiation—as well as a num- 
ber that are not—will go through 
the repricing screen. By no means 
all of them will be ticketed for re- 
pricing negotiations, but all will get 
at least a preliminary analysis de- 
signed to spot prices that might be 
shaved closer. 

Contractors will find that in some 
respects company pricing resembles 
the familiar renegotiation process— 
applied to future deliveries instead 
of to past business. Like renegotia- 
tion, repricing deals with all of a 
company’s contracts at the same 
time. And like renegotiation, it fre- 
quently will take a sizable bite out 
of the contractor’s income. 

There are two big differences, 
however, aside from the fact that 


repricing involves a future commit- 
ment while renegotiation is essen- 
tially a post-mortem: (1) Repricing 
is concerned with costs rather than 
with profits; it takes account of 
profits only when they indicate that 
prices could be lower. Renegotia- 
tion is expressly designed to recap- 
ture excessive profits. (2) The law 
sets no expiration date on repricing. 
Renegotiation will not apply after 
June 30, 1945, unless Congress gives 
it an additional lease on life. Presi- 
dent Roosevelt already has used his 
statutory authority to extend it six 
months beyond (Dec. 31, 1944), the 
original cutoff date. 


Repricing to Replace Renegotiation 


Unless Congress passes a new Re- 
negotiation Act, repricing eventually 
will displace renegotiation entirely. 
For the present, both programs are 
running side by side. Renegotiation 
officials have promised to compen- 
sate contractors who work under 
close prices by allowing them a more 
liberal margin of profit, but in most 
cases a repriced contract will con- 
tinue to be renegotiable. 

From a_ procurement  officer’s 
viewpoint, the big advantage of re- 
pricing is that the contractor carries 
a certain amount of risk, which 
gives him an extra incentive to hold 
down costs, economize on man- 
power and materials, and keep his 
organization at top efficiency. The 
trouble with renegotiation, as far as 
the government is concerned, is that 
it doesn’t reach the contractor who 
makes no excessive profits but lets 
his costs get out of hand. 

This feature of repricing may be 
something of a selling point with 
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contractors who want to keep in 
trim for postwar competition. A 
more immediate payoff is the possi- 
bility of easier treatment in renego- 
tion, and the fact that as war orders 
are cut back the government will 
try as far as production situation 
permits to give its remaining busi- 
ness to low-cost producers. 

One disadvantage of repricing 
from the contractor’s standpoint 1s 
that it pares down the contingency 
reserves he sometimes needs to pro- 
tect him against unexpected cost in- 
creases. Procurement officers have 
developed several techniques de- 
signed to cover the contractor work- 
ing on a close margin—for exam- 
ple, making prices contingent on 
volume—but the fact remains that 
risk taking can always cut two ways. 
This danger is not as serious now as 
it was in the early days of the war 
program. By this time most con- 
tractors have a fairly accurate idea 
of their costs, hence the need for big 
contingency reserves is less. 


Price Structures 


The other thing that will worry 
manufacturers is the possibility that 
their established price structures will 
be upset just before they start back 
into civilian business. This point 
doesn’t particularly bother prime 
contractors who deal directly with 
the government, but it already has 
caused some jumpiness among sub- 
contractors—for example, machine 
tool builders who are afraid that 
their big customers will get ideas. 
The subcontractors’ argument is 
that if the government forces them 
to make a direct reduction in the 
price they charge their primes, they 
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Not Time Yet 


for Paper Capers! 


Sure, the news is good — terrific, in fact. But 
don’t let that give you the idea that America’s 
paper shortage is over. More paper than ever is 
needed now to wrap supplies for our armies as 
they drive toward their goal. There’s still a man- 


power shortage in the pulp industry. 


So, you've still got to watch your company’s use 


of paper with the hawk eye of a paper miser. 


a 










You've still got to use your ingenuity and that 
of your staff to find even more ways to‘ use less 
paper. 

All material made of paper and paperboard still 
must be cut to the bone. Eliminate whatever you 
can until complete and final victory ends the paper 
pinch. 

The baling of wastepaper and sending it to the 
reprocessing plant is still of prime importance, 





USE LESS PAPER — SAVE ALL WASTEPAPER 


This advertisement contributed by this publication and prepared by the War Advertising 
Council in cooperation with the War Production Board and the Office of War Information. 
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never will be able to boost prices | 
gain after the war. 

What worries the subs is the fact 
iat after the war they expect costs 
to rise again. The main reason they | 
might trim catalogue prices now is | 

the tremendous volume of wartime 
vork. They are afraid that if they 
let customers get used to a low- 
price structure, they will find them- 
selves stuck with less-than-cost 
work as soon as volume tails off. 


Favor Cut in Prices 


The Army and Navy haven't yet 
agreed on how to handle this touchy 
problem. As rule of thumb, both 
think that the ideal repricing agree- | 
ment should provide for a direct cut | 
in prices rather than for any sort of 
rebate, but where a subcontractor 
can show that direct price reduc- 
tions would get him into serious 
postwar troubles, the Army may let 
him rebate direct to the government 
instead. The terms of the rebate 
must be settled in advance, and they 
may not be contingent on profits. 
The result is that the government 
gets what amounts to a lower price, 
but the prime contractor pays ac- 
cording to the catalogue. The dis- 
advantage, of course, is that the 
prime gets his regular markup on 
the additional cost he pays the sub. 

In practice, the Army’s rebate | 
system has worked something like 
this: A drug company agreed to cut 
its price from $80 a kilo to $60 a 
kilo on a product that was resold 
by its customers partly to the Army 
ind partly to civilian trade. Instead 
f reducing its price to the middle- 
nen who supply the Army, the com- 
any sells at its regular figure and 
makes quarterly rebates to the gov- 
rnment designed to bring the price 
m Army purchases down to $60 a 
‘ilo. 


Navy Doesn’t Approve Rebating 


So far, the Navy hasn't been will- 
ng to go as far as the Army in ap- | 
roving rebate agreements. It re- | 
uses to accept the postwar price | 
tructure argument and permits a 
ebate only when subcontractors’ 
sales for war use have to be deter- 
nined by applying a percentage to 
heir total business instead of by 
racing orders. 

Procurement officers think diffi- 
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PLOWING -— 
THE FIELD: 


FOR YOUR HEARING AID BATTERY SALES /” 


Feather Weight Battery No. XX30E 
famous for dependable service. 





THOUSANDS OF HEARING AID BATTERY CUSTOMERS want to know 


“what’s what” on the battery shortage! 


That’s why they are interested in Burgess ads in Hearing News and Volta 
Review—the important publications for hearing aid users. Month-by-month 
these Burgess ads give folks straight facts on present prospects for hear- 


ing aid batteries. 


Burgess a/so uses 45 important magazines and 1,629 weekly newspapers 


to show millions of consumers what war batteries are doing overseas. 


Today, of course, Burgess Batteries are War Batteries—but you can 
count on plenty of Burgess-minded customers when the war is won! 


And remember!... it’s the complete line that builds profits! 


Burgess Battery Company, Freeport, Illinois. 
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Keep Your Red Cross At His Side! 


‘zy BURGESS BATTERIES 


COmPpanr 


Famous for the WORLD'S MOST COMPLETE LINE of dry batteries 
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BUILDING WIRE @ 


ENTRANCE CABLE 


SERVICE 


ARMORED CABLE 





CRESFLEX NON-METALLIC SHEATHED CABLE 


RUBBER POWER CABLES e@ VARNISHED CAMBRIC CABLES 





RUBBER 
JACKETED 
PORTABLE 

CORD 


FOR LONG SERVICE 
ON TOUGH JOBS 


Improvements in Buna-S (Gov- 
ernment Synthetic Rubber) and 
the development of better manu- 
facturing methods have resulted 
in an excellent portable cord, 
comparing favorably with 
CRESCORD formerly made with 
crude rubber which over many 
years had earned such an out- 


standing reputation for long life. 





CRESCENT INSULATED WIRE & CABLE C0. 


TRENTON, N. J. 
IMPERIAL NEOPRENE JACKETED PORTABLE CABLES 
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culties of this sort will smooth ou 
as the company pricing program de 
velops. Although there is nothing 
new about repricing of individua 
contracts, experimental company 
wide pricing began as an officia 
program only last March, and the 
\rmy did not put it on a compre 
hensive basis until September. 

Under the present system, the 
first screening in the repricing pro 
cedure starts when a company comes 
up for renegotiation. If district pro 
curement officers think prices coul 
be scaled down, they work ove 
their data and start repricing dis 
cussions at the same time that re 
negotiation discussions are going on 
Where possible, the renegotiation 
agreements and the repricing agree 
ments are buttoned up at the same 
time. 

Repricing discussions are de- 
signed to produce “agreements” or 
“understandings.” Agreements in 
Army terminology specify definite 
changes to be made in the contrac- 
tor’s price list. Understandings refer 
to general changes in his methods 
of cost accounting, purchasing, in- 
ventory control, or the like. Where 
only a few articles are involved, the 
services usually ask for a dollars 
and cents reduction, but if the list 
is long, the agreement may specify 
that a percentage discount is to be 
allowed on all the items covered. 


Force Can Be Used 

Company pricing as it is now set 
up is supposed to be a voluntary 
procedure, but the services have a 
club to swing if necessary. The 
1943 Revenue Act specifically 
authorized the Army and Navy to 
issue mandatory repricing orders to 
suppliers whose prices they consider 
too high. Once a manufacturer has 
received a mandatory order, he has 
to deliver his product at the specti- 
fied price and seek his remedy in 
court. 

The mandatory repricing power 
has been used only once to date—in 
the case of the Lord Mfg. Co., Erie, 
Pa. When Lord refused to deliver 
at the new price, the Navy followed 
through by taking over the plant. 


Hand Grenades in Review 

Electric eyes spot all defective hand 
grenades while checking them at the 
rate of 4,000 an hour. 
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(Continued from Page 45) 


cies and operational methods now | © 4 
preparation for the time when elec- | C WE 0 cast CSISIQHICE 
trical goods are again in more nor- | 


mal production. 

At its meeting in January, the) 
Management Committee voted to| 
change the name of the Post-War | 
Planning Committee to be the Plan- 
ning Committee. Inasmuch as much | 
of the information developed at 
these forums is adaptable to current 
rather than solely post-war opera- 
tions, it was felt that the changed 
name 1s more appropriate in the 
circumstances. 





N.E.W.A. SURVEYS MEMBERSHIP 
ON HANDBOOK SHEETS 

N. E. W. A.’s Catalog Commit- 
tee has formulated suggestions for 
sizes, bindings and colors of sales- 
men’s and counter handbook sheets 
as published by manufacturers. 
These have been submitted to the 
entire membership by mail for an 
\ssociation-wide vote. General in- 
terest in this subject has been very 
pronounced in the past and the out- 
come and final vote on the Commit- 
tee’s recommendations should prove 
of practical benefit to the manufac- 
turing and wholesaling branches of 
the industry. 


N.E.W.A. MEMBERSHIP 


“Charlie” Pyle, in his informal 
report to the Management Commit- 
tee at its past several meetings, dis- 
closed that total membership con- 
tinues to mount each month in both 
he “regular’’ membership classifica- 
ion as well as in the division de- 
voted to Appliance Distribution. 

The managing director has re-| 
marked that this growth has been 

lite constant, if not spectacular, 
and has been obtained without the 
advantages of any special drive or 
umpaign such as marked the forma- 
on of the Appliance Division a| 
year ago. 

Interest in N. E. W. A.’s activi- 
ties is shown by wholesalers in many 
sections and inquiries about them, | 
Mr. Pyle indicated, are being re-| 
‘ived with more than usual fre- 


a 


- 
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Get set now by stocking the line of elec- 


trical connectors that the majority of buyers 
say they prefer. 

Proof of Burndy preference is shown 
outstandingly in an independent national 
survey just made among electrical contrac- 
tors, industrial maintenance men and pur- 
chasing agents, and public utility engineers. 

Without exception Burndy was rated 
first by more men in every one of the above 
groups than any other brand name they 
mentioned. 

Here's another important reason why it 
will pay you to concentrate on Burndy Con- 
nectors .. . the line of least resistance. Over- 
whelmingly preferred because of their low 
electrical resistance, they offer low sales 
resistance too . . . and bigger profits. The 
connectors shown are but a few from the 
complete Burndy line. All are described in 
catalog 41. Send for your copy. Burndy 
Engineering Company, Inc., 107S Bruckner 
Blvd., New York 54, N. Y. 
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quency. That interest is regarded 
as particularly significant and en- 
couraging considering the cancella- 
tion of the annual N. E. W. A. Con- 
vention. 


PORCELAIN 
E N A M : L E D N.E.W.A. HEADQUARTERS STAFF 


SS Raa . GOING FULL TILT 
7 : aN 


- ™ ~ 


Normally a great deal of time and 
energy are spent by N. E. W. A. 
headquarters staff at this time of 
year in completing arrangements for 
the annual convention. This year 
much of that time is being devoted 
to handling inquiries from members 
concerned with surplus goods dis- 
posal, government regulations of 
various kinds and a variety of in- 
dustry problems. 

These inquiries have become nu- 
merous as the membership has 
grown and is disposed to rely more 
and more on the national associa- 
tion for current and immediate in- 
formation. This is a service the 
staff is always glad to give because 
it “personalizes” a membership and 
increases its practical value. 

Apparatus and supply distribution 
has continued as a vital part of the 
war effort and inquiries regarding 
problems in that electrical field con- 
stitute a substantial portion of the 
total. Nonetheless, many questions 
are raised in connection with the 
appliance branch of the industry. It 
has been possible to be helpful to ™ 
members inquiring about appliance limi 
problems particularly because of § *”? 
N. E. W. A.’s active cooperation 
with government agencies related to 
that branch of the industry. Mr. 
Pyle has remarked on a number of 
Knockouts for conduit mounting. <~ . occasions about that cooperation. He 
Gare for dain euapetsien. - -<=* 4 has explained how those government 
Gidogtp tanger groove tor Ueype hanger sane agencies have called upon N. E. W. 
permitting positioning of straps at almost any location bp A. for assistance many times, re- 
along entire length of hood. f a sulting in the industry’s viewpoint 
Knockouts in end for either a pull-switch or coupling” being taken into account in the or- 
for continuous runs. ders, directives and regulations the 

war effort has compelled govern- 

ment agencies to issue. That con- 
structive cooperation between Gov- 
ernment and the industry’s national 

| association—N. E. W. A.—has gone 

| far in establishing the electrical 
wholesaler and distributor as a con- 
structive factor, in the government 
agencies’ opinions, in the war effort 
and in the national economy. 
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WPB Orders— 


Copper Sales on V-3 
Amended by WPB Order 


In a letter to all copper wire mills 
and warehouses on February 15, the 
Copper Division of the War Pro- 
duction Board announced the sus- 
pension of CMP Regulation No. 9 
and the amendment of CMP Regu- 
lation No. 9A. 

Through the suspension of Regu- 
lation No. 9, no retailer may place 
orders for copper wire by use of 
the CMP allotment symbol V-3 call- 
ing for delivery prior to July 1, 
1945. Retailers must cancel imme- 
diately all outstanding orders for 
copper wire which they had placed 
by use of the CMP allotment sym- 
bol V-3. 

The suspension of this regulation 
states that “no warehouse or pro- 
ducer may deliver any copper wire 
on an authorized controlled material 
order bearing the symbol V-3 which 
he knows or has reason to believe 
was placed by a retailer pursuant to 
CMP Regulation No. 9.” 

This suspension does not affect 
sales of copper wire pursuant to Di- 
rection 21 to CMP Regulation 1 
(farmer’s copper wire allotment 
certificates ). 

9A Limits Repairmen’s Wire 

CMP Regulation 9A, as amended, 
limits the purchases of repairmen to 
$75 worth of copper wire in a cal- 
endar quarter or to 10 per cent of 
what they used to make repairs in 
1941, whichever is more. 

The certification for repairmen 
under regulation 9A _ has _ been 
changed to read “CMP Allotment 
Symbol V-3; preference rating 
AA-3; Repairmen under CMP Reg- 
ulation 9A... .” which will enable 
wholesalers to identify orders placed 
by repairmen. 


Copper Replacement 
For Warehouse Stock 
The War Production Board on 


'ebruary 15 issued the following 
anendment to CMP Regulation 4: 


(a) Copper wire mill “Ware- | 
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quency. That interest is regarded 
as particularly significant and en- 
couraging considering the cancella- 
tion of the annual N. E. W. A. Con- 
vention. 


PORCELAIN 
E N A M E L E D N.E.W.A. HEADQUARTERS STAFF 


TrrrAnreerarr pie 4 GOING FULL TILT 


Normally a great deal of time and 
energy are spent by N. E. W. A. 
headquarters staff at this time of 
year in completing arrangements for 
the annual convention. This year 
much of that time is being devoted 
to handling inquiries from members 
concerned with surplus goods dis- 
posal, government regulations of 
various kinds and a variety of in- 
dustry problems. 

These inquiries have become nu- 
merous as the membership has 
grown and is disposed to rely more 
and more on the national associa- 
tion for current and immediate in- 
formation. This is a service the 
staff is always glad to give because 
it “personalizes” a membership and 
increases its practical value. 

Apparatus and supply distribution 
has continued as a vital part of the 
war effort and inquiries regarding 
problems in that electrical field con- 
stitute a substantial portion of the 
total. Nonetheless, many questions 
are raised in connection with the 
appliance branch of the industry. It 
has been possible to be helpful to 
members inquiring about appliance limi 
problems particularly because of § °° 
N. E. W. A.’s active cooperation 
with government agencies related to 
that branch of the industry. Mr. 
Pyle has remarked on a number of 

Knockouts for conduit mounting. <~ . occasions about that cooperation. He 
Bare for chain evepension. « , : has explained how those government 
Cilia Ceiteise queens: tur Utene Senane denen agencies have called upon N. E. W. 
permitting positioning of straps at almost any location a” a A. for assistance many times, re- 
along entire length of hood. A sulting in the industry’s viewpoint 
Knockouts in end for either a pull-switch or coupling“ é being taken into account in the or- 
for continuous runs. ders, directives and regulations the 
war effort has compelled govern- 
ment agencies to issue. That con- 
structive cooperation between Gov- 
ernment and the industry’s national 
| association—N. E. W. A.—has gone 
| far in establishing the electrical 
wholesaler and distributor as a con- 
structive factor, in the government 
agencies’ opinions, in the war effort 

and in the national economy. 
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WPB Orders— 


Copper Sales on V-3 
Amended by WPB Order 


In a letter to all copper wire mills 


and warehouses on February 15, the 
Copper Division of the War Pro- 
duction Board announced the sus- 
pension of CMP Regulation No. 9 
and the amendment of CMP Regu- 
lation No. 9A. 

Through the suspension of Regu- 
lation No. 9, no retailer may place 
orders for copper wire by use of 
the CMP allotment symbol V-3 call- 
ing for delivery prior to July 1, 
1945. Retailers must cancel imme- 
diately all outstanding orders for 
copper wire which they had placed 
by use of the CMP allotment sym- 
bol V-3. 

The suspension of this regulation 
states that “no warehouse or pro- 
ducer may deliver any copper wire 
on an authorized controlled material 
order bearing the symbol V-3 which 
he knows or has reason to believe 
was placed by a retailer pursuant to 
CMP Regulation No. 9.” 

This suspension does not affect 
sales of copper wire pursuant to Di- 
rection 21 to CMP Regulation 1 
(farmer’s copper wire allotment 
certificates ). 


9A Limits Repairmen’s Wire 

CMP Regulation 9A, as amended, 
limits the purchases of repairmen to 
$75 worth of copper wire in a cal- 
endar quarter or to 10 per cent of 
what they used to make repairs in 
1941, whichever is more. 

The certification for repairmen 
under regulation 9A _ has_ been 
changed to read “CMP Allotment 
Symbol V-3; preference rating 
AA-3; Repairmen under CMP Reg- 
ulation 9A...” which will enable 
wholesalers to identify orders placed 
by repairmen. 


Copper Replacement 
For Warehouse Stock 
The War Production Board on 


tebruary 15 issued the following 
anendment to CMP Regulation 4: 


(a) Copper wire mill “Ware- | 
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Latrobe Products are easily and quickly installed. They are time-savers and labor 
savers—Factors of vital importance today—and | 
Latrobe products can be depended upon to stay on the job long and faithfully. 





No. 470 "Bull Dog" 
Pipe or conduit Hanger 
Right for hanging '/2"", %4"" and I" pipe 
or conduit to steel beams up to %" 
thick. May be used also as ground clamp. 





No. 130 Floor Box 
Shown with No. 207 Bell Nozzle. 
Cutaway illustrates how Tapered Unit Re- 
ceptacle fits Tapered Opening in adjust- 
ing ring. 





No. 280 Nozzle With 

No. 200 Cover Plate 
Ten Amp. 250 Volt receptacle in brass 
housing, '/2 in. brass pipe extension. 
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No. 480 "Bull Dog’ 
Armored Cable Support 


For installing Armored Cable in factories 


or other buildings of steel construction. 
Permits cable to run at any angle. 





"“B & D'" Cleat Attached 
To "Bull Dog’ Insulator Support 


Cleat attachment consists of cross bar 


with necessary bolts and screws for attach- 
ing. 





BX Staples 


These high quality staples are supplied in 
units of cartons, kegs and barrels, 





sound economy because 





| houses,” as defined in paragray 


(e) (3) of CMP Regulation 4, a: 
authorized to enter Warehous 
Stock Replacement Orders for coy 
per wire mill products with pr 
ducers or other warehouses, pri 
vided : 

(1) Such orders are to repla 
copper wire mill products (equiv: 
lent number of pounds of coppe: 
content) previously delivered 01 


| authorized controlled material or 


ders from warehouse stock, in a 


_ cordance with CMP Regulation 4 


and not previously ordered fron 
producers or other warehouses. 
(2) Each such order is marked 


| “Warehouse Stock Replacement Or 


der pursuant to the provisions oi 
Direction 4 to CMP Regulation 4; 
our Company No. is .....” 

(3) AND, EFFECTIVE FEBRUAR) 
1, 1945, THE TOTAL AMOUNT OR 
DERED IN ANY CALENDAR MONTH 
DOES NOT EXCEED TWENTY-FIVE PER 
CENT (25%) (EQUIVALENT NUMBER 
OF POUNDS COPPER CONTENT) OF DE- 
LIVERIES FROM WAREHOUSE STOCK 
DURING THE SECOND CALENDAR 
QUARTER OF 1944, AS REPORTED T 
THE WAR PRODUCTION BOARD ON 
FORM WPB-3009. 

(b) Beginning with the first 
calendar quarter of 1945, a copper 


| wire mill warehouse must file de- 


livery reports on Form W PB-3009, 
in accordance with the instructions 
on that form. 

(c) ‘Warehouse — replacement” 


| authorization letter WPB_ 1-1047 


(CMPL-485) dated October 21, 
1943, is cancelled. 


Fans Available to 
Veterans’ Administration 


The Veterans’ Administration has 


| been added to the list of Govern- 


ment agencies entitled to place pre- 
ferred orders for electric fans (un- 
der Limitation Order L-176) and 
for electric irons (under Limitation 
Order L-65-a), the War Production 
Board announced recently. 

L-176, as amended today, permits 
electric fan manufacturers to fill 
Army, Navy, Maritime Commission, 
Veterans’ Administration and War 
Shipping Administration orders, as 
authorized on Form WPB-1319. 

L-65-a, as amended today, per- 
mits only manufacturers who have 
been assigned electric iron produc- 
tion quotas to fill orders for these 
agencies. 
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(Continued from page 47) 


Edison Centennial 
Planned By Pioneers 


Plans for the celebration of the cen 
nial of the birth of Thomas A. Edi- 
were advanced recently at the 
enty-seventh annual meeting of the 
ison Pioneers, an association of men 
» were identified with Edison in his 
rk of invention and experimentation, 
New York. 
harles Edison, son of the inventor 
| president of the Pioneers, has been 
powered by the executive committee to 
ne from within and without the mem- 
ship body men and women to serve on 
Thomas A. Edison Centennial Com 
ittee. The celebration will be held on 
February 11, 1947. 
Samuel B. Williams, editor of Elec 
al World and president of the Illumi 
nating Engineering Society, spoke of the 
essity for relighting America in the 
t ten years. He told how Edison with 
invention of the incandescent lamp 
rst relighted America, how the substi- 
n of the tungsten for the carbon fila 
nt led to a second relighting period, 
| how recent improvements of lighting 
ether with a better knowledge of 
roper illumination demand that America 
relighted once more to better vision 
for the comfort, safety, and happi 
s of the people. 
ll officers of the Pioneers were re 
ected. They are Charles Edison, presi- 
t; W. W. Freeman, J. Parker Hick- 
man, Walter E. Kruesi, and Montgomery 
Waddell, vice-presidents; Eugene ‘ 
d, secretary; A. L. Holme, treas 
; and John C. Coakley, historian. 


Utility Continues 
Swap Campaign 


ecent WPB “cut-backs” in the manu- 
ure of civilian electric appliances has 
Commonwealth Edison Co. to re- 
e Chicago’s city-wide “swap” cam 
n to unearth used time and labor- 
ng devices for war workers’ families, 
M. Ball, manager of the company’s 


er cooperation department, announced 
ntly. 

riginally launched in October, 1943, 
“swap” program netted 50,000 appli- 


s in one year’s time. In the new cam- 


n, as in old, Chicagoans will be urged 
xchange unused or out of order ap- | 


ces for war stamps. Dealers will re 
the devices and offer them for resale 
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HEY call it LOGISTICS in war...the difficult 

science of getting supplies to the fronts where they 
can be used. Post-War Reconversion will involve the 
same problems... just another phase of war itself. 





CORWICO Wires, so long practically non-existent for 
American industry because of our national emergency, 
will figure importantly in the new Logistics of Recon- 
version. Soon you will be able to get these scientific 
strands for peacetime uses... and the world will stride 
into a new era of construction and expansion in which 


you'll no longer be dong without... 


cornish 


WIRE COMPANY, iwc. 
15 Park Row, New York City, New York 
” Made by Engineers por Engineers 7s 
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| > JUSTRITE } 
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a | 8 for Safety 

N iT 

KN K 

RY vf Safety Approved Equipment is Industry's first 

se ' line of defense against accidents and the hazards 

i MY of fire. Justrite Safety Flashlights and Safety 

K KI Electric Lanterns are tested and approved for 

xy Ek safety by Underwriters’ Laboratories, Inc., (Class 
Kt I, Group D), by the U. S. Bureau of Mines for 
u safety in methane gas and air mixtures, and by 


the Bureau of Marine Inspection for safe use in 


pump rooms of tank vessels. 


30% more light... 
25% battery saving 


JUSTRITE 


The new Justrite 3-Cell Safety Flashlight, 
pictured at right, has a .3 ampere draw bulb 
which gives approximately 30% more light 
than a 2-cell flashlight using a .5 ampere 
draw bulb . . . and the batteries will last 
about twice as long. That’s because the 
high efficiency, higher voltage bulb has 
increased light power and at the same time 
saves battery drain. In other words . . 

more light from 3 batteries than from two 





a very substantial saving. 


Model No. 17-S 


A handy, safety, all-purpose FLASHLIGHT 


The light with an instant appeal. There’s 1500 candlepower at the flick of a 
switch . . . 3 standard cells for dependable service. It fits in the palm of the 
hand, can be clipped to a belt or will stand alone on a flat surface. A sturdy 
plastic case “seals-in” all the famous Justrite Safety Features. Here is a 
flashlight that sells itself for it has everything . . . Justrite. 


Remember to show your “J l STRITE” line today. 


JUSTRITE MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-4, Chicago, 14, Ill. 


Hi 


AFETY CANS - FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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Ceilings on Ranges 
Not to Change 


Ceiling prices for household electri 
ranges will remain generally unchang¢ 
when programmed production increase 
get under way this year, the Office « 
Price Administration officials told men 
bers of a sub-committee of the Domesti 
and Heating Stove Manufacturers Indus 
try Advisory Committee recently. 

An importaat factor in OPA’s deci 
sion was its information that seven manu 
facturers of electric ranges already have 
determined to produce at existing ceiling 
prices, namely, those of January, 1942 

At the meeting, industry member 
asked for a formula method for pricins 
their products when the industry as ; 
whole resumes production for the civilia 
market. OPA told them it woyld see} 
to hold to the presently established ceil 
ing price levels and that if this was not 
possible in all cases then the necessary) 
adjustments would be worked out as the 
need arose. 

Industry members present were: Robert 
M. Beatty, Westinghouse Elec. & Mfg 
Co.; John A. Drake, Norge Division, 

3org-Warner Corp.; M. J. Maier, Mal- 
leable Iron Range Co.; A. T. Fisher, 
A. J. Lindemann & Heverson Co.; Harry 
M. Parsons, Landers, Frary & Clark; 
W. R. Schaeffer; Edison General Elec- 
tric Appliance Co.; S. K. Harrington, 
A-B Stoves, Inc.; and Albert Kahn, 
Estate Stove Co. 


Utility Gets Permission 
For 151 Rural Extensions 


Although it was opposed by five co- 
operatives, Kentucky & West Virginia 
Power Co. has been given permits by 
Kentucky Public Service Commission for 
151 extensions of lines in 16 eastern 
counties of the state. The permits pro- 
vide for the erection of 1,156 miles of 
lines when materials become available 
Line cost would be $2,085,508, and 7,108 
potential customers are listed. 

The intervening petitions of the co 
operatives were dismissed without preju- 
dice, enabling them to file applications 
later for any construction they might 
propose. Commission Chairman T. B. 
McGregor declared the business managed 
company was granted the permits 
cause the evidence shows clearly that 
the power company is better able to si 
ply the energy to consumers and at a 
lower cost. The commission holds it 
in the public interest when applicati 
are filed either by power companies 
cooperatives for the one best able to sé 
at the lowest rate to consumers to be 
one to be granted the permits.” 
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NEMA Names Committee 
For Adequate Wiring 


The importance of having a Commit- 
tee of NEMA members. to review the 
progress made under the program car- 
ried forward by the National Adequate 
Wiring Bureau has decided the President 
to appoint a NEMA Adequate Wiring 
Committee. In addition to the foregoing 
function, this Committee will advise the 
NEMA Budget Committee and the 
Board of Governors regarding the finan- 
‘ial needs of the N.A.W.B. 

The chairman of this new Committee 
is V. R. Despard, vice president, Pass & 
Seymour, Inc., who has been an active 
member of the Executive Committee of 
the National Adequate Wiring Bureau 
for several years. Other members invited 
to serve on the Committee are: C. W. 
Higbee, manager, Wire and Cable De- 
partment, United States Rubber Co.; 
W. M. McCauley, vice president, Rail- 
way & Industrial Engineering Co.; D. J. 
Murray, sales manager, Conduit Product 
Sales, General Electric Co.; T. J. New- 
comb, sales manager, Electric Appliance 
Division, Westinghouse Electric & Mfg. 
Company; J. A. Rodgers, vice president, 
White-Rodgers Electric Co.; E. O. 
Shreve, vice president, General Electric 
Co.; R. T. Stafford, manager, Trans- 
former Division, Allis-Chalmers Mfg. 
Co.; G. C. Thomas, Jr., president, The 
Thomas & Betts Co. 

All NEMA members have been pro- 
vided with a printed report covering (a) 
the 1944 wiring activity accomplish- 
ments; (b) the program approved for 
1945 and (c) an outline of an expanded 
program to be undertaken when the 
European phase of the war is concluded. 


Radio Mfgrs. to Speed 
Radar Deliveries 


Measures to speed up military radio- 
radar deliveries, especially airborne ra- 
lar, as well as to hasten initial civilian 
radio production, were taken at a meet- 
ng of the executive committee of the 
Radio Manufacturers Association in Chi- 
ago last month. 

At the same meeting, in approving clos- 
‘r coordination of the RMA Parts Divi- 
ion in jobber merchandising, the RMA 
xecutive committee authorized prepara- 
ion by Chairman Sprague of the RMA 
‘arts Division and the Joint Parts Indus- 
ry Coordinating Committee, of which 
|. J. Kahn is chairman, of a detailed pro- 
‘ram for expanding and realigning the 
ervices, functions and facilities of the 
‘arts Division, particularly for manu- 
acturer and jobber interests. 
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Finished in permanent 
porcelain enamel. 





illuminates stock bin interiors, too! 


Uniform illumination of stockroom shelves—from 
top to bottom row—is only a part of the Stocklite’s 
job. This novel reflector also puts light into bin 
interiors. 

It does this because its ingenious design utilizes 
the lamp’s full efficiency—shields aisles from glare— 
directs more light to the sides—builds up intensities 
where light is needed. That’s why the Stocklite is 
preferred by leading industries everywhere. This illustrated bul- 

There’s no time like the present to invest in better /etin describes the 
stockroom illumination. Once installed, the Stocklite 4”) portant ad- 
; “ge , ° vantages of proper 
is there to stay. Finished in permanent porcelain (po cn) mina 
enamel, it is ready to assure eye comfort, convenience gjon, Ask for your 
and better stockroom service for years to come. copy of Bulletin 91. 





Sold through electrical wholesalers 








REFLECTO FLOODLIGHT RLM DOME 


PRUE @ Q) MI AY <i 


4600 BELLE PLAINE AVENUE, CHICAGO 4i, ILLINOIS 
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LOOK FOR THIS STARTER 


In the RED PLASTIC Can 


IT LEADS THEM ALL 


Pat. Nos. 2200443. 2228210 


Locks Out... Resets AUTOMATICALLY 


1 Positively cuts out deactivated ring, b mps 


2 When trout i tt starter automatic J ff current to 


AUTOMATIC locks out defective lamp—turr 


ve defective lamp—Put in a new lamp. 


the above change of lamps 


ty i h lamo 
on the current. e starter au ally lights the new lamp. 


NO NEED TO DO ANYTHING TO THE STARTER 
Lloyd NEW PLASTIC CAN has higher dielectric strength, is stronger, 
jistinctive. 
n plastic can insures positive grip for insertion and 
val of starter 
can sealed. No projectir J t guse trouble. 
The life of the AUTOMATIC starter nany times greater than that 
of the average lamp 
It saves maintenar st snd power consumption, proteets and 
nsures longer life he ballast and lamp. 
10 Tested in pr IC r { prior to shipment to insure perfect per- 


formance. 


Lloyd Automatic Available in FS-40 and FS-100 
LLOYD PRODUCTS COMPANY 


Dept. WS-3 Providence 5, R. I. 


Representatives in 23 Leading Cities - Exp. Off. 13 E 40th St., N. Y. C. 
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Studying Electric Costs 
On Ohio Test Farm 


An Ohio farmer has started electrifi- 
cation of his 160-acre dairy farm in a 
fact-finding project to determine what 
can be saved in time, money and labor 
and what increases in production he cai 
get through the use of electricity. 

The project is being sponsored by thx 
Westinghouse Electric and Manufactur 
ing Company which hopes to obtain a de 
tailed cost and production picture of the 
use of electricity on a sma!l farm. Al 
though aided by Westinghouse, Josep! 
Motz, operator of the farm in Trumbul] 
County, is paying all power and equip 
ment costs out of his income. 

To set up a basis of comparison he 
tween farm work on a non-electric and 
an electric service farm, time and. motio1 
studies have been and are being made of 
all farm work done before the applica 
tion of electricity and after. They are 
being done by Norman G. Wagy, of the 
Ohio Public Service Company, and art 
believed to be the first studies of this 
type ever made of a farmer’s work. 

The project is being supervised by th 
Doane Agricultural Service, of St. Louis, 
Mo., one of the country’s leading farm 
management concerns. It will ascertait 
from Mr. Wagy’s studies and Mr. Motz’ 
farm records to what extent electricity 
is of value to the small farmer. 

The time and motion studies already 
made show that the family annually car 
ried 10.76 tons of drinking water into the 
house and covered a distance of 49.21 
miles to accomplish this task. 

Water for the dairy cattle, the studies 
indicated, involved carrying 604.8 tons of 
water and took 350 man-hours during the 
five-month period the cattle are watered 
in the barn. When an electric deep well 
pump is installed, Mr. Motz will save 
the equivalent of 35 working days. 

A study is also being made of the daily 
job of milking and the amount of milk 
obtained. This study will be compared to 
the results obtained after milking equip 
ment is installed by Mr. Motz. Doane 
agents believe that the winter output of 
the herd will be increased after water is 
electrically pumped to the barn. 


Fourth “E” Renewal 
For Edwards & Co. 


Employees of Edwards and Company, 
Inc., Norwalk, Conn., have been granted 
the fourth renewal of their Army-Navy 
“E” award for their untiring efforts 
producing equipment needed for victory 
This renewal is in addition to the fot 
renewals of the employees Maritime “M” 
production award. 
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FFOR LINEMEN 
WITH 


LEIN-KORD” 


“Klein-Kord” is an exclusive material developed by 
Mathias Klein & Sons for use in linemen’s safety straps, 
belts and climber straps. 

It is made of a number of layers of long-staple cotton 
of special weave, each ply laid in rubber and vulcanized. 
This construction permits the use of a tongue buckle, 
eliminating the danger of slipping or excessive wear 
characteristic of a friction-type buckle. 

The tensile strength of “Klein-Kord”—its resistance to 
ripping at the buckle—provides a full factor of safety. 
It does not stretch under load; is uniform in quality; and 
resists accidental damage from cuts, heat, etc. 

“Klein-Kord” has behind it several years of actual 
service and today is specified exclusively by many of the 
largest utility companies. 

Climbing equipment of “Klein-Kord” will assure the 
maximum in safety and comfort to the man on the pole. 
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Safety coptncere, jaan agents and j 
others interested in linemen’s equi j 

ment can obtain a folder on “'Klein- A 
Kord”’ on request. Write for your copy. 


/ mores OLE EN oxo & Sons 


MONT AV ° 







AM 






Since 
1857, 
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| J. J. Coughlin to Head 


Union Insulating in N. Y. 


The Union Insulating Co., Inc., and J 
H. Parker, have appointed J. J, Coughlin 
Jr., as sales manager for the Metropolitan 
New York and New England districts. 
with headquarters at 27 Park Place, New 
York 7, N. Y. 

He will handle the Union Insulating 


Company's line of weatherproof sockets, 





J. J. Coughlin, Jr. 


bakelite bakelite 


porcelain insulator bushings and the J. H. 


boxes and covers, and 


Parker line of porcelain insulators and 
secondary racks and other ceramic prod- 
ucts. 


Range Production 
To Be Continued 


Temporary authorization to continue 


production of electric ranges, fans and 
irons has been given manufacturers who 
were authorized to produce these items 
but who have not yet obtained 
labor authorizations for 1945 
WPB announced this week. 


Any items authorized for production 


last year 
necessary 
production, 


last year which are completed this year 
will be included in the 1945 quota, WPB 
made it clear. WPB has approved pro- 
duction of 35,000 domestic electric 
ranges, 25,000 domestic and commercial 
electric fans and 526,500 electric irons in 
1945. About 35 per cent of the ranges 
will go to the armed services and the 
National Housing agency the remainder 
to institutional and domestic users who 
can certify to their need and show that 
no extra wiring will be required. No fans 
will be available for domestic use, but 
most of the irons will go to civilians. 
WPB authorized the Mal- 
leable Iron Range Co., of Beaver Dam, 
Wis., to manufacture 3,750 three and 
four-burner domestic ranges in the first 
two quarters this year. 


Meanwhile, 


8&9 








The watched pot never boils 


90 








Wishful thinking about reconversion won't bring it! There is 
only one way in which America can hasten the return of Toast- 
master toasters and other household appliances that millions 
are eager to buy. 

First, we've got to win a war! That’s top-priority with the 
nation—and with Toastmaster, too. Our plant is making 
urgently needed munitions of war. We’re proud of the job 
we've been doing—and we’re going to finish it proudly. 

After that, of course, we want to make automatic toasters. 
We want you to get the business that’s waiting—we want you 
to cash in on the demand created by advertising that has kept 
the Toastmaster name consistently before millions of readers 
of Life, Post, Collier’s, and other magazines. 

When we resume production, you can be sure of one thing— 
that our output will be fairly rationed among all our regular 
distributors, so every appliance retailer can profit from the 
tremendous waiting demand for Toastmaster* toasters. 


TOASTMASTER Products 


*""ToasTMASTER™ is the registered trademark of Toastmaster Propucts Division, McGraw Electric Company, 


Elgin, Ill. Copyright 1945, MeGraw Electric Co. 


RMA-NEMA Set Up 
Standards Agency 


Establishment jointly by the Ra 
Manufacturers Association and the 
tional Electrical Manufacturers Asso 
tion of a new agency, the Joint E! 
tronic Tube Engineering Council, for t 
standardization of tubes, has been 
proved. 

It is planned to have the council hand! 
standardization of all electronic tub 
transmitting, receiving, industrial a 
non-industrial. A policy committee 
the council will include Dr. W. R. 
3aker, director of the RMA engineering 
department, and A. C. Streamer, pres 
dent of NEMA, and the engineeri: 
council which will be made up of O. \\ 
Pike, General Electric Company, chair 
man, J. R. Steen, Sylvania Electric Prod 
ucts Inc., A. Senauke, Amperex Ele 
tronic Corporation, and D. D. Knowles 


r 


Westinghouse Electric and Manufactur- 
ing Co. 


Plans Manufacture 


Of Water Heaters 


Co-op Universal Milking Machine C 
Waukesha, Wis., recently leased 20,000 
sq. ft. of floor space in the Lee Motor 
3uilding in Albert Lea, Minn., to be used 
for the manufacture of electric water 
heaters for home use. The new branch 
factory began operation January 1. 


Reed Re-Elected 
Chairman of GE 


Philip D. Reed, who until recently was 
chief of the American Mission for Eco- 
nomic Affairs in London with rank of 
minister, was re-elected a director and 
chairman of the board of the Genera! 
Electric Company, a position from which 
he resigned in January 1943, and in addi- 
tion was elected chairman of the board 
of the International General Electric, a 
position formerly held by Gerard Swope. 

In 1941 Mr. Reed became senior con- 
sultant to the Priorities Division of the 
Office of Production Management, which 
later became the War Production Board. 
He became chief of the Bureau of In- 
dustries in the War Production Board, 
and subsequently was appointed to serve 
on the Mission of Economic Affairs. He 
succeeded W. Averill Harriman as chief 
of that organization. 

After practicing law in New York 
City, Mr. 
General Electric in 1926. In Decem 


Reed entered the employ 


of 1937, he became assistant to the pr 
dent of the company and two years |: 
was eected chairman of the board. 

Mr. Reed was born in Milwaukee, W is 


consin, and was graduated from the | 
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sity of Wisconsin with a degree in 


trical engineering and from Fordham 


liversity in 1924 as a Bachelor of 


LWSs. 
Mr. Swope and Owen D. Young re- 
gned as directors of the International 


neral Electric Company last week. 


from the General 


1945. 


ley had resigned 


ectric board on Jan. 1, 


Lamp Production 
Increases in 1944 


Production of electric lamps and bulbs 

the third quarter, 1944, amounted to 
$34,629,000, and represented a decrease of 
10.8 percent from the previous quarter, 
W orld” 
roduction of all types in the first three 
arters of 1944 totaled $110,592,000, an 


Electrical reports. However, 


ncrease of 23 percent over the same pe- 
riod of 1943. 
During 1943 and 1944, over 79 percent 
f all electric lamps and bulbs were dis- 
tributed 
ith the 


ist two quarters to 75 percent. 


through commercial channels 
decreasing in the 


Military 


precentage 


equirements for miniature incandescent 


lamps and photoflash lamps during the 
high levels 


rd quarter continued at 


ith the military taking approximately 
percent and 42 percent of the ship 
Photoflash 


a steady in 


ments of each, respectively. 


lamps have been showing 


rease in recent quarters. These two 
types, however, during 1943 and 1944 ac- 
unt for only 15 percent of the total 
ipments. 
The 


inies, representing virtually the entire 


following data are for 28 com- 


dustry producing lamps and bulbs for 
bulbs 
Glow 


lumination. Fluorescent include 


e RF and F 


mps are 


types. discharge 


mercury vapor and similar 


mps. Large incandescent lamps are 


e usual household and commercial 


types. Miniature incandescent bulbs in- 
ide those used for telephone switch- 
ards, automobile headlights (excluding 
iled beam lamps), flashlights, etc. 
aled beam lamps are specially designed 
its, containing bulb, reflector and lens, 
r use on vehicles for highway illumin- 
ion. Photo-flash bulbs are designed to 
instantaneous high 


rovide intensity il 


mination for photographic purposes. 
amps and bulbs for other thar illumina- 
n purposes (such as infra-red and 
her therapeutic 
ided. The 


llars and represents the shipment vol- 


lamps) are not in 
following tabulation is in 
le of the various types of lamps for 
e third quarter 1944: 
Fluorescent $3,618,000 

479,000 
20,249,000 
4,487,000 
1.152.000 

524.000 


Glow Discharge 


Large Incandescent 
Miniature Incandescent 
Sealed 


Photoflash 


Beam 





farch 1945—WHOLESALER’S SALESMAN 


o 


-wvu0f 


‘Ne ae 
ut aa 


@ In wartime or peacetime— 
PORCELAIN Protected Wiring 
Systems offer unbeatable advant- 
ages for all types of installations— 
residential, rural, commercial and 
industrial! The modern Porcelain 
way eliminates HIGH COST OF 
UNDER WIRING. In an under- 
wired home, the cost of operating 
appliances is materially higher— 
thus adequate wiring quickly pays 
for itself! And the cost of wiring 
with sufficient capacity is very 
little more than the cost of a poor 
inadequate system. 

Wire for tomorrow with PP 
knob-and-tube wiring! The non- 
metallic way is the safe, econom- 
ical and durable way. Your friendly 
Electrical Inspector can give you 
many helpful facts about fire pre- 
vention offered by knob-and-tube 
wiring. Write for wiring manual. 


PORCELAIN 










HIGH COST OF 
NDER 
IRING! 





























Nationwide service! 





i war! 
Clear across the country.-- right through the 
s service facilities at 81 points, 


Proctor maintain 
me shortages 


located coast to coast. Despite wart 7 
and difficulties, these service stations are staying 
on the job right through the war. 


MEANWHILE . . - KEEP BUYING WAR BONDS 





---and ready for postwar! 


Proctor’s nationwide network of service sta- 
tions will be ready—will be in operation— 
when the new and finer postwar Proctor 
appliances hit the market. It’s another 
reason why appliance merchandisers 
like to do business with Proctor! 


teh a 


PROCTOR 


NEWSHMAKER in APPLIANCE MERCHANDISING 


PROCTOR ELECTRIC CO.=D/VISION OF PROCTOR & SCHWARTZ, INC., PHILA. 40, PA. 
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Sylvania Announces 
New Fluorescent Lamps 


New fluorescent lamps small in diam 
eter and in lengths up to 96 inches hav 


been announced by Sylvania Electri: 
Products Inc. The company announce: 
that these new lamps will be instant 
starting, and may be operated in serie: 
on a single ballast at 100 or 200 milli 
amperes or at other currents within this 
range to provide high lighting levels or 
lower intensities for many industria 
and commercial installations. 

The life of these new lamps, whicl 
Sylvania has designated as Type LS, is 
announced as comparable with that of 
the standard 40-watt fluorescent lamps 
They will be made available in the fol- 
lowing sizes: 42 inches, 64 inches, 72 
inches and 96 inches. 


Northwest Regional Groups 
Promote Adequate Wiring 


\dequate Wiring was emphasized be 
fore 600 electrical industry people gath 
ered in two meetings sponsored by 
Northwest Electric Light & Power As 
sociation recently. 

Electrical manufacturers, wholesalers 
dealers, contractors and utility peopl 
gathered to the number of 125 in Albany, 
Oregon, and 475 in Portland. The meet 
ings were a continuation of a series oi 
regional meetings being conducted in the 
Pacific Northwest to bring out the post 
war planning being done by the several 
industry groups in that territory. 

Howard Colburn, Graybar Electri 
Company, Portland, told the importance 

| of electrical wiring in postwar home 
| building with the aid of special visualizer 
| charts. Many new appliances will not be 
immediately available after the war, Mr 
Colburn pointed out; but, if a home is 
wired so that they can be installed whe 
| they become available, the home owne! 
will save the expense of rewiring at that 
time. Thus adequate wiring is the key t 
comfortable living for the postwar era 
Mr. Colburn also pointed out that a larg 
market for the electrical contractor is 
expected to become available, when war 
time restrictions are lifted, in re-wiring 
existing homes where the wiring has 
been found insufficient for the electrical! 
load. 

The postwar plans of manufacturers 
and distributors were presented at the 
| two meetings by S. S. Brundige, Genera 
Electric Supply Corporation, Portland 
| while utility postwar promotion plan 
| were told in Albany by Z. E. Merrill 
| president, Mountain States Power Com 
| pany, and in Portland by J. H. Polhemus 
president, Portland General  Electri 
Company, and T. E. Roach, vice presi 

















nt and general manager, Northwestern 
Electric Company. 

\ lighting show bringing out new light 
sources, lighting trends and suggested 
ipplications was presented in two parts 

Walter E. Potter, Lamp Department, 
General Electric Company, and H. L. 
Bargion, Lamp Division, Westinghouse 
Electric and Manufacturing Company. 

Dr. G. V. Allison, formerly of the 
Fdison Electric Institute, now with 
Puget Sound Power & Light Company, 
Seattle, closed the meeting with an in- 
spirational message on the outlook of the 
electrical industry for the future. Berke- 
ey Snow, executive secretary of the As- 

‘lation, acted as chairman of the 
meeting. 


New Owners For 
Aerovox Corporation 


Although ownership has changed hands 
and a new management has taken over, 
there will be no changes in personnel nor 

policies of the Aerovox Corporation, 
according to W. Myron Owen, who has 
just taken over the presidency. Further- 
more, the purchase of the stock is en- 
tirely for the private investment of Mr. 
Owen and a few associates. No other 
ompany in the capacitor or electrical 
ndustry is involved in the change of 
ywnership. 

Mr. Owen recently resigned the vice 
presidency of the Detroit Harvester 
Company, of which he remains a direc- 

, to take over the Aerovox presidency. 

\ssociated with Mr. Owen is Stanley 
ireen who is now vice president and 

ief engineer of Aerovox. For the past 

years he has served as vice president 
and chief engineer of the Duncan Elec- 
tric Mfg. Co. and remains a director of 
at company. 

Samuel I. Cole, retiring president, has 
een with the company since its start in 
1923. He remains as general manager. 
Samuel Siege, who was vice president, 

mains with the company as Director of 
Purchases. 


GE Supply Organizes 
Denver, Colo., District 


Creation of a Denver, Colo., District 
General Electric Supply Corp. and 
ymotion of Will. O. Smith, former 
ales manager of the Salt Lake City Dis- 
rict, to district manager at Denver, head- 
ined changes in the company’s Rocky 
yuntain territory effective the first of 
year. Mr. E. E. Brazier, who had 
en manager of the Denver branch of 
> Salt Lake City District, was made 
listrict manager at Salt Lake. Both men 
d held their previous positions with 
G.E, for 14 years. 


MAKES HANDLING EASIER 
SAVES TIME AND COSTS 


@ Here’s a brand new, easy, quick way 
to handle heavy reels efficiently. Requires 
no jacks or other cumbersome methods— 
merely roll the reel up the low incline into 
position on the rollers. Convenient—sturdy 
— light weight — built to carry loads in 
excess of that normally required for 
maximum reel sizes. 





: —o- 
Style A—weight 50 lbs.— Style B—weight 110 lbs.— 
width 28 inches—capacity width 48 inches—capacity 
2,000 lbs. — $37.50 F.O.B. 4,000 lbs. — $75.00 F.O.B. 


Cincinnati. Cincinnati. 
Write for full descriptive bulletin 


ROLL-A-REEL 
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MONARCH 
FUSE COMPANY, LTD. 


116 E. FIRST STREET 


JAMESTOWN, N. Y. 
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GE Completes Set-Up 
For Appliance Selling 


Establishment of General Electric Co 
post-war 


distributing organization fi 


major appliances has been complete 
C. R. Pritchard, general sales manag: 
of the and 


partment, has announced. 

The department will 
wholesale distributing 
refrigerators, 


appliance merchandise dé 
have about ¢ 
outlets for G-] 
ranges, water heater 
laundry equipment, dishwasher 
sinks and kitchen cabinets. These dis 
tributors, operating in assigned trad 
ing areas, will maintain sales organiza 
tions and 


home 


stocks a 
more than 125 points, and will be pre 
pared to serve the 
every city and town in 
States, Hawaii and Alaska. 


local warehouse 


dealers in 
the United 


retail 


Better than 50 percent of the distrib 
uting outlets will be independent wholk 
salers, many of been witl 
G.E. since the General Electric refrigera 


whom have 
tor was first introduced in 1927. General 
Electric wholesal 
distributing branches in nine major mar 
kets. Seven of them, located in New 
York, Newark, Cincinnati, St. Louis 
Pittsburgh, Los Angeles and Philadelphia 
are new. The General Electric Supply 
Corp. will continue as a wholesale dis 
tributor of G-E’s major appliances in 
about the same number of markets as 
before the war. 


will operate its own 


Faraday Electric Moves 
Signal Division To Boston 


The Stanley & Patterson Division of 
the Faraday Electric Corporation has 
been moved to 434 Newbury Street, Bos- 
ton 15, Massachusetts. 

The machinery and personnel of the 
Holtzer-Cabot Signal well 
as equipment and personnel from the 
Faraday plant at Adrian, Michigan will 
be combined at the new address. 

Paul E. Freiwald is to be the Sales 
Manager of this Division and George 
Rick will be in charge of manufacturing 


Edwards & Co. to Handle 
Telechron Clock Line 


Edwards 


Division as 


and Company, Norwalk, 
Conn., has announced that arrangements 
have been concluded between that con 
pany and the Warren Telechron Con 
pany, Ashland, Mass., whereby Edwards 
and Company will 
clock 


war restrictions are lifted, the announce- 


sell Telechron pr 


gram and systems. As _ soon 


ment manufactu 


its own line of program and clock sys- 


said, Edwards will 
tems using Telechron motors and mechar- 
ism. 
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Wholesaling Concern 
Names New President 


[he board of directors of the F. D. 
Lawrence Electric Co., wholesaling house 
n Cincinnati, has announced the election 

Edwin R. Knauft as president. He 
succeeds the late Alfred S. Reichman. 

Mr. Knauft was treasurer of the con- 


rn at the time of the election. He has 


— - SS 





_ a 


Edwin R. Knauft 


been with the company for 37 years, ex- 
cept for two years spent as a captain of 
infantry in the first World War. 

Other officers named were: Emile T. 
Glaser as executive vice-president; R. G. 
Basler, assistant treasurer to succeed Mr. 
Knauft as treasurer; and R. G. Jordan, 
secretary. 


Appointments At 
Pitts. Reflector 


The appointment of two new district 
representatives for the Pittsburgh Reflec- 
tor Company, have been announced. 

L. L. Burress, St. Louis, Mo., will rep- 
resent the company in southern Illinois, 
western Kentucky, and eastern Missouri. 
The territory of H. M. Curfman, Kan- 
sas City, Mo., will be Kansas and west- 
ern Missouri. 

Mr. Burress is a former electrical 
wholesaler who recently became a manu- 
facturers’ representative. Mr. Curfman 
has had his own sales agency since 1934. 


George Perley Joins 
Edwards & Company 


George K. Perley, formerly affiliated 
with the Holtzer-Cabot Electric Com- 
pony, has joined Edwards and Company, 

, Norwalk, Connecticut, manu factur- 

s of electrical signaling equipment. 

Mr. Perley will be located at the New 
‘ork City office, 79 Madison Ave. 








ADJUSTABLE PORCELAIN 
ENAMELED FLOODLIGHT 


ee 
No. 1184-M 


RLM THREADED 
DOME REFLECTOR 








Satisfied customers are really what 
count for any contractor — QUAD units 
satisfy the customer and build good 
business. QUAD Units are in constant 
demand, year after year, and some 
typical comments are: “a great line” 
— “more profit” — "you can depend on 
QUAD” — The QUAD line helps you to 
meet all requests— indoor and out- 
door — commercial or industrial — new 
or replacement. 


QUAD — for today and for tomorrow — 


/ 


/ j 
41/,24. OW Incandescs ad Get 


32 SO PEORIA ST. 
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QUADRANGLE MFG. COMPANY 


TD luorescent Lighting Lynam ad 
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CHICAGO. ILL. 
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No Time 


for dreaming! 


VERY man and woman of us has enticing dreams of the house- 
hold appliance business to come, following war’s end. That will 
be an exciting, happy day for all concerned: for the manufacturer 
who makes them, the dealer who sells them and, probably, most of all, 
for Mr. and Mrs. Consumer who so badly need so many of those 


appliances that bring ease and convenience to their home. 


But today, this month, this year, perhaps, is no time for dreaming 
of those things that bring ease and comfort and soft living while there 








remains to be done a tough unfinished job. The Office of War Mobiliza- 
tion has flatly stated that civilian goods production must wait upon an 
over-ample production of those things so vital to winning the war at 
the lowest cost of life and wealth, in the shortest possible time. 

To us that plainly means what it says: that we who serve the war 
front must stick to our job until that job is done. We at Rittenhouse 
have had one dictum to guide us—‘“‘If we could make door chimes 
today, we'd still stick to making war goods.” For we know that until 
that first big job is done, there will be no legitimate place in our national 
economy for door chimes. And that goes for manufacturer, dealer 


and consumer alike. 


Mr. and Mrs., this quite obviously is no time for dreaming tomor- 


Rittenhouse 


# 7 Detter Shel Owed 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, N. Y. 


row’s dreams. 


Utility Head Warns on 
Need for Adequate Wiring 


The need for adequate wiring postwar 


" 


was emphasized last month by L. A 
Schofield, general sales manager of the 
Consolidated 
York, in an address before the Elect 
York. 
said that his company “will make e\ 


Edison Company of N 


and Gas Association of New 
effort to develop the minds of its « 


tomers, their engineers, architects 
builders, who contemplate new constr 
tion, the necessity of providing adequat: 
gas and electric facilities in their service 


1 


layout, switchboard, distribution par 
feeders, gas piping, branch circuits ; 
outlets for maximum utilization, whether 
it be for factory, office, loft, apartment 
or single dwelling.” 

Mr. Schofield continued with revi 
of his company’s policies for the futur: 

“We see clearly the large problem co 
fronting the Industry in connection wit! 
modernization of existing structures. \\« 
will endeavor to cooperate in all reaso: 
able plans that will effectuate the trans 
tion from inadequacy of facilities { 
using utility service to make them matc! 
facilities in newer types of buildings. 

“As to the appliance and merchandis 
ing field, our judgment indicates that for 
at least two after the war’s end 
the problem will be to see that the New 


years 


York market gets its proper share of the 
Nation’s production of electric and gas 
devices. 

“In view of that situation, there appears 
no need on the part of the utility com 
pany during this period to campaign so- 
called commodity items. 

“We feel that the interests of the in 
dustry and our customers can best be 


served by the broadest distribution of 
appliances. 
“We believe that manufacturers an 


distributors should give prime considera- 


tion in selecting dealer outlets to the 
dealer’s ability to render prompt and 
efficient neighborhood service of the 


equipment he sells. 

“We expect that there will be many 
new uses for our utility service, new 
devices and new applications. Obviousl) 
there will be unique methods of mer- 
chandising employed by some of th 
larger and newer members of our In 
dustry. It is our intention 
fully with them, on the merits of each 
proposition, to the end that maximum 


customer acceptance be obtained. 


to cooperate 


“We, in the utility end of this Indus 
try must ever be mindful of our obligat 
to the ultimate customer, our employees 
and our stockholders. We expect mati 
constructive approaches to be made 
us by the Industry and we certainly 
realize our responsibility as an assoc 
in this Industry. If and when changes 
in our merchandising and sales promo- 
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n policies are made, we will discuss | 
m freely. It is hoped that the same 
ws will be held by others who par- | 

ticipate in this Industry insofar as their | 
airs have to do with the utility com- 
nies. 


“Slimline” Lamp 
Prices Announced 


Prices for the Slimline Mazda fluo- 
rescent lamps have been announced by 
the General Electric Company along with 
statements on new life ratings for the 
regular line of fluorescent lamps. 

The 42-inch Slimline lamp will list at 
$1.55; the 64-inch size at $1.75; the 72- 
inch size at $2.00; and the 96-inch size 
at $2.70. 

The new life ratings are based on the 
length of time the lamp is burned for 
each time it is started. On this basis, the 
15-watt T-8 and T-12, 20-watt, 30-watt 
and 40-watt GE fluorescent lamps are 
rated an average life of 2500 hours when 
burned 3 hours per start, 4000 hours 
when burned 6 hours per start and 6000 
hours when burned 12 hours per start. 
The 100-watt lamp has an average rated 
life of 3000, 4500 and 6500 hours for the 
3, 6, and 12 hour burning cycles re- 
spectively. 


Faraday Names Taylor 
To Head Appliance Sales 


Paul G. Taylor was appointed by 

Faraday Electric Corporation to head 
that company’s Appliance Merchandise 
Division. Among the first items to be 
released are the Plugmaster Cord Set 
and Broilmaster, which were shown at 
the Housewares Show in Chicago. 

Mr. Taylor has recently been released 
by the U. S. Navy after serving two 
ears in the South Pacific as a Lieutenant 
where he was wounded and has been 
decorated with the Purple Heart. 

’reviously, he was Sales Manager for 

Penn Electrical Engineering Com- 
pany of Scranton, Pennsylvania. 


Poffinbarger Joins 
Trumbull in Chicago 


he Trumbull Electric Company, 

inville, Conn., has announced appoint- 
ent of Leonard S. Poffingbarger as a 
eld representative in the Chicago dis- 
trict. Mr. Poffingbarger has had expe- 
rence in the electrical field as a city elec- 
trical inspector and as a construction and 
lesign engineer. 


It sure is, Herman. Fun- 

niest thing about it 

though is this. If you 

ring enough doorbells 

somebody will buy it. 

For, nowadays, they say 

that a fellow can sell anything on 

which his conscience will let him put 

a price-tag. That’s what they say... 

Suppose that’s true of the dealer 

who sold fans before the war and will 

again after? Think he'll fall for the 

first “‘pip’” that comes along? Guess 

the years he’s been staring his eyes 

out for something to sell have worn 
him down? 


Guess not! For the successful dealer 


*You’ve never 
but it’s a pip 


po i 


has plenty of selling savvy. He knows 
that he can’t afford to make the same 
mistake once. His goods must be just 
that or it’s no go. 


He’s taken chances, sure. But when 
it comes to the quality of the products 
he sells, he keeps the cards close to his 
vest. For he’s seen many a new face 
in the fan game. He’s seen them come 
—and go. And he’s seen the name of 
Robbins & Myers come, years and 
years ago, to Stay. 

He knows he can count on getting 
R & M fans the minute that reputable 
fan manufacturers get the good word, 
no sooner—and (he can be sure) no 
later. 


heard of this 
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lr you have any problems involving electric fans, 


if you need repair parts for R & M fans or want 
complete repair jobs done for you—get in touch 
with us at Springfield, Ohio, or at the nearest R & M 


branch office listed here. 


ee 200 Varick St. San Francisco..... 237 Rialto Building 
Chicago...... 2400 W. Madison St. New Orleans..... .. 116 Arlington Dr. 
Philadelphia....... 401 N, Broad St. DONG cscscccescecsse 108 Codes GS 


Kansas City, B. M.A. Bldg. ..Room 325, 


The Robbins & Myers Co. of Canada, Lid... ..Brantford, Ont. 


ROBBINS « 


215 Pershing Rd. 





MYERS, Inc. 


FOUNDED 1878 


MOTORS - HOISTS - CRANES - MAC 


HINE DRIVES - FANS - MOYNO PUMPS 
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Incandescent Searchlight for 
hand or pilot house control. 


YOU CAN FILL ALL LIGHTING NEEDS 


The COMPLETE 
QUALITY LINE 


INGENIOUSLY DESIGNED UNITS THAT OFFER HIGHEST 
EFFICIENCY, DEPENDABILITY, SIMPLE WIRING AND IN- 
STALLATION—EASY SERVICING 


Make the REVERE Line your 
partner in your selling efforts. 
You need not let any project go 
by because you can’t supply the 
correct units. REVERE offer 
everything . . . a wide selection 
of Open and Enclosed Flood- 
lights from 50 to 3,000 Watt 
capacity, Aluminum or Porce- 
lain High Bay Units, Range 
Lights, Boundary Lights, Fres- 
nel Units, Searchlights from 
250 to 3,000 Watts, Area 
Lights, Portable Floods, Hinged 
and Rigid Poles to cover every 
need. 






















9-8 5452—L—ALT4 
500 Watt Enclosed 
(Navy) Type Flood. 
Rugged — concussion 
vibration and ex 
sure resistant. 


Catalog data on request. 


750-1000-1500 
Watt ppacjosed 


Type Floodlight. 
a ece in 
design con- 
struction 


Revere Enclosed Type 

Portable Floodlight. 

Available in all sises up 
tte. 












te 1600 


The Famous Revere 
Hinged Flooda- 
light Pole. Elimi- 
nates hazardous 
— ay clean 
or flood- 
lights. 
in 20, 24 
z%: moun at < ng 
heights. 







‘Available 
30 


Povere Bitp- 
ter 


MARKER 
SIGNIFIES 
THE BEST 


Gives effee- 


tive sattorm 








REVERE ELECTRIC MFG. CO. 


2935 NORTH naneina STREET: CHICAGO. 13 
2 ' Pole 


Oncginators of the ¥. 





INDOOR and OUTDOOR LIGHTING EQUIPMENT of EVERY DESCRIPTION 
A 





; are 


| duce 





Order “‘Brown-out”’ 
To Conserve Electricity 


Theater and hotel and 
outdoor and 
eliminated effective February 
out the nation to conserve 
for essential war use by the War Pr 

duction Board. 

The new regulations are expected 
save 2,000,000 tons of coal annually and 
halt the of drawing on fast 
dwindling stockpiles, J. A. Krug, WP 
director, said. 

The regulations state that no electrici 
may be used for the following purposes, 
“unless exemptions are granted” 


marquees 


signs illumination we 
1 throug 


coal and 


necessity 


1. Outdoor advertising and outdoor 
promotional lighting. 
2. Outdoor display lighting, except 


where necessary for the conduct of th« 
business of outdoor establishments. 
3. Outdoor decorative 
namental lighting. 
4. Show-window 
where necessary 
tions. 


and outdoor o 


lighting, 
illumina 


except 
for interior 
5. Marquee lighting in excess of 60 
watts for each marquee. 

6. White-way street lighting in excess 
of the amount determined by local publ 
authority to be for public 
safety. 

7. Outdoor sign lighting expect for: 

(A) Directional or identification signs 
required for fire and police protection, 
traffic control, transportation terminals or 


necessary 


or directional or identification 
essential 


hospitals ; 
signs for similar public 
service the lighting of which is specific- 
ally certified to be necessary by 
public authority. Certification shall 
made in writing to the electric supplier 

(B) Directional or identification signs 
using not more than 60 watts per estab- 
lishment, for doctors and for hotels, and 
for other public lodging establishments 

Penalties for non-compliance will 
invoked by the Office of War Utilities, a 
branch of the WPB and will include dis- 
continuance of electric service to con- 
sumers found guilty of willful violations, 
Mr. Krug said. 

The only areas exempt from the rule 
localities which 
tricity from hydro-electric plants instead 
of from coal-burning generating plants 
Any electric supplier who feels that 
compliance with the order will not re- 
the consumption of coal or other 
scarce fuels may apply to the WPB for 
such an exemption, Mr. Krug said. 

The order was drafted by the Office 
of War Utilities after a series of con 
ferences with representatives of electrical 
industries throughout the nation. 

In addition to electric lighting covered 
the regulation, the WPB also ap- 


any 


loc al 


be 


be 


receive their. elec- 


by 


pealed for a maximum effort of volun-§; 


tary power conservation and for greater 
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economy of electric lighting. Mr. King 
said that the “electric industry of the 
tion both public and private had 
dged its whole-hearted co-operation in 
support of the fuel conservation pro- 
gram.” 


Edson Harris Joins 


Triangle in Mid-West 


Edson L. Harris, has been appointed 
strict manager for the Triangle Conduit 
ind Cable Co., Inc., for the territory 

Wyoming, Montana (east of and in- 

iding Billings), North and South 
Dakota, Wisconsin, Minnesota, Michigan 

orth of Lakes Huron and Superior), 
lowa (north of a line drawn between 
Sioux City and Dubuque and including 
those cities). 

Mr. Harris, who has had a long asso- 
iation with electrical wholesalers and 
contractors, will be under the super- 
vision of Horace E. Fritschle, mid-west- 
ern district manager located at Chicago. 





Builders’ Guild Holds 
Construction Forum 


As a means of bringing all branches of 
the building trades and allied groups up 
date on the materials and planning 
advances made during the three year pe- 
riod since home construction has been 
permitted generally, C. T. Wilson, presi- 
lent of the Builders’ Guild, conducted 
the Builders’ Guild Construction Forum. 
The Forum program, which took up the 
rst two weeks of February, was under- 
taken as a joint activity of the Guild and 
Producers’ Council of St. Louis. It was 
lesigned to serve as a means of prepar- 
ng all who will be responsible for home 
lilding and development in the St. 
Louis metropolitan area to act promptly 
and efficiently immediately upon relaxa- 
tion of restrictions on home building and 
the release of materials now under prior- 
ities control. 





A program of six evening meetings, 
February 5, 6, 8, 12, 13 and 15, were con- 
ted at the David Ranken, Jr., School 
Mechanical Trades. Two pertinent 
ubjects, one in the field of materials 
nd one on planning, were covered each 
zht. 
Such rapidly developing and timely 
ases of home building as prefabrica- 
n, uses of plastics, air conditioning, 
eating and ventilating, kitchen planning, 
ter-proofing and financing were dis- | 
ssed and the progress of the past few | ELECTRIC COMPANY, INC. 
ears reviewed in such a way as to en- 
ible those responsible for the actual 
nstruction, as well as the designing, 
financing and supplying of materials to 
enefit. 


95 GRAND AVENUE - PAWTUCKET, R. |. 
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Sherman 


Soldering Lugs 
Solderless Lugs 
Set Screw 
Connectors 
Bolted Con- 
nectors 
Fixture Con- 
nectors 
Ground Clamps 
Rigid Ground 
Fittings 
Electrical 
Terminals 
Battery Con- 
nectors 
Splicing 
Sleeves 
Wedge Grip 
Connectors 


Sherman 


This man is important now — and he is going 


to be even more important in the future 


electrical field. He is going to be responsible 


for the purchase, installation, and satisfac- 


tory performance of countless millions of 


dollars worth of electrical equipment. He is 
the KEY MAN in the electrical industry — 


because he is the Electrical Contractor. 


The Electrical Contractor today is a suc- 


cessful business man and a topnotch sales- 


man for electrical equipment and supplies. 


He keeps abreast of the newest develop- 


ments in lighting, in electronics, and all 


other electrical applications in the indus- 


trial, commercial, and residential fields. He 


is trained and equipped for first class in- 


stallation and maintenance of electrical 


power, lighting and control equipment. 


The Electrical Contractor 


protects 


the 


public safety through his expert knowledge 


and observance of code regulations. 


Let’s bring the electrical 


business 


on 


materials for repair, maintenance, and in- 


stallation back to the store of the Electrical 


Contractor, where it belongs ! 


H. B. SHERMAN MFG. CO. 


Battle Creek, Mich. 


ELECTRICAL 
SPECIALTIES 
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High Frequency Heating 
Getting More Interest 


Analysis of attendance at the rec 
high frequency heating conference sp 
sored by the Great Lakes Power Clul 
cooperation with the Chicago Light 
Institute shows the wide interest in t 
new industrial tool and indicates its | 
tentiality as a postwar load builder. | 
the total attendance of nearly 3,000, | 
than one quarter were people registe1 
as in the electrical industry. The oth 
were mostly users or possible users 


| high frequency heating equipment. 


The electrical industry group divi: 
into two parts, 388 representing utilit 
and 399 manufacturers. Heavy and lig 
metal manufacturing registered 364 a 


| 285 respectively, while manufacturers 


wood, chemical and miscellaneous pr: 
ucts had 122, 121 and 106 in attendan 


From food processors came 


transportation companies, and makers 
transportation equipment, 118; from ed 


cational institutions and trade 


asso 


tions, 96; government agencies, 53. Cor 


171; from 


sulting engineers, contractors and other 


service Organizations were represented 


92, and 74 came under the miscellaneous 


classification. 
On one of the four days of the confe 
ence attendants were not registered 
Those who came on that day, 540 
number, added to the 


classified 


groups 


make a total attendance of 2925. 


GE Opens Appliance 
Branch in Newark 


A new distributing branch of the a 
pliance and merchandise department 
the General 
established in Newark, N. J., 
to H. .L. 
charge of that department. 


Andrews, vice-president 

The branch will be responsible for t! 
distribution of GE 
refrigerators, ranges, water heaters, hor 


wholesale housel 
laundry equipment, dishwashers, kit 
cabinet equipment and the electric 
waste-disposal unit. 

mr. J. © 


Saur is manager of 


Electric Company is being 


acc rd ng 


wholesale area. He has been vice-presi- 


dent of the General Electric Credit ¢ 
poration, and has had broad experie! 
with the company in accounting, distri 


bution and sales, and in every section of 
the country. He started with GE in 1922 


in the accounting department in Scher 
tady following his graduation from 
dletown (Vt.) College. 


X-rays, Oranges, Profits 


> =e 


X-ray tests of oranges are saving pack- 


ers millions of dollars yearly. 





Me 





To. 


a 








ee ae ae 











e 
Meier Starts New Company 
To Represent Manufacturers 
ming a new company to represent 
nationally known electric appliance and 
mercial and industrial supplies manu 
facturers, Charles A. Meier resigned from 
stinghouse Electric Appliance Divi 
recently, concluding 31 years of ser- 
| with that company. His new organi- 
m will be known as the M. and M. 
Sales Co. and will be located in San 
Francisco. 
t present, Mr. Meier represents four 
ifacturers in a territory comprising 
ke 
A 
the 
fe 
re 
) 
C. A. Meier 
Southern Idaho, Utah, Nevada and Ari- 
na. He will represent several companies 
ifacturing electric appliances when 
become available. 
native of Missouri, Mr. Meier was 
associated with the Western Electric 
and the Commercial Electric Supply 
it In 1913 he joined Westinghouse and 
being ed in various divisions, being trans- 
rding Fferred to San Francisco in 1931 where 
t recame district utility sales manager. 
r 
e] 
home 
‘che Wesco Appointments 
e appointment of Robert E. Bur- 
f as manager of General Radio Sales, 
pre offices in New York, has been an- 
{ ced by David M. Salsbury, vice- 
rience dent and general manager of the 
dis tinghouse Electric Supply Company. 
ion Burrows will be in charge of sales 
1 1922 Rnd promotion for the newly-announced 
henec- §Vestinghouse radios which will be built 
i on as war conditions permit. 
uuston B. Watson has been made 
kpparatus and supply manager of the 
hwestern District of WESCO, ac- 
s ng to C. M. Mackey, district man- 
- pack- Fe Mr..Watson succeeds W. G. Sterett, 
resicned. 
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( Man Ym tered U.S. Pat. Of. 


*COLOVOLT COLD CATHODE 
INDUSTRIAL FIXTURES 


8 feetlong - 





Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93” 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 
flickering, guaranteed for 1 year ex- 


*Trade mark regis- 





LOW VOLTAGE 


all steel 


cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and off, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 
possible with Colovolt installations. 


Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 


GENERAL LUMINESCENT CORPORATION 


648 S. FEDERAL STREET 
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EXHAUST FANS 


VENT FANS 


SIGNAL ELECTRIC MEG. CO. 








PORTABLE ELECTRIC 


_ Rechargeatle 


i 
The BIG BEAM story is so simple you can tell it 
in a headline — but you never do get to the end 
of BIG BEAM’S possibilities both as an item to 
use and for you to sel] — practically everywhere. 

And when it is extensively advertised in a list 
of publications including National Safety News, 
American City, Nation’s Business, Farm Journal, 
Hardware Age, as well as electrical, aviation and 
railway publications, it is further evidence that 
BIG BEAM will be a valuable profit-building 
item in your line. Get acquainted with BIG 
BEAM Now! 














FOR INDUSTRY —FARMS 
MUNICIPALITIES 
RAILROADS —BOATS 
TRUCKS 


U - C - L | TE M FG . CO q Dept. G., 11 E. Hubbard St., Chicago, Ill. 
TNE RRR CRON RRR 





WHERE /S THAT MAN? 
WHERE /. 


ce 











Give Industry SPEEDIER PAGING — with 
BELL VOICE-PAGING EQUIPMENT : 


BELL Voice-Paging Equipment locates individuals in the 
quickest time possible . . . cuts “hold-the-phone” delays 
to the minimum . . . provides for plant-wide broadcasting 
of announcements, instructions, time signals and alarms — 
and also permits plant-wide broadcasting of recorded 
music! Its widely adjustable, precision-built, standard 
units — specially designed for industrial use—can be 
grouped to fit any need. Also designed for quick, easy 
expansion or rearrangement. Get details on this new 
BELL Industrial Sound Equipment. 


BELL SOUND SYSTEM, Inc. 


1197 Essex Ave., Columbus 3, Ohio 
Export Office: 4900 Euclid Ave., Cleveland 3, Ohio 








GE Commercial V. P.’s 
Put On Wilson’s Staff 


To co-ordinate General Electric’s dive-- 
interests and afford better service 
to the custome: 
both military and those industries man 


sified 
company’s wartime 


facturing war materials, 10 commerci:! 
vice presidents, representative of eve: 
the 


United States, will relinquish their r 


sales district of company in tl 
sponsibilities for apparatus sales and b 
the 
it was announced recently by Preside: 
Charles E. 
tions these men will report to Vice pres 

dent E. O. Shreve, in charge of customer 


come members of President’s stat 


Wilson. In their new pos 


relations with headquarters in New Yor 

Those affected by the change are: R 
M. Alvord, of San Francisco; T. F. Ba: 
ton, of New York; W. O. Batchelder, « 
Chicago; L. T. Blaisdell, of Cleveland 
W. B. Clayton, of Dallas; E. H. Ginn, 
of Atlanta; A. L. Jones, of Denver; 7 
S. Knight, of Boston; A. S. Moody, of 
Portland, Ore.; and C. K. West of Phila- 
delphia. 

“Tn addition to better co-ordinating the 
company’s many interests, these men will 
also assist the various departments and 
the affiliated companies in all customer 
relations in their respective territories,” 
Mr. Shreve stated. “I feel sure this new 
setup will greatly strengthen our ability 
to help our many wartime customers.” 

Simultaneously Chester H. Lang, vice 
president and apparatus sales manager, 
announced new district managers of ap 
paratus and sales to take over the duties 
formerly handled by commercial 
vice presidents. They are: C. E. H. Pal- 
mer, of New Haven, the New England 
district with headquarters in Boston; W 
J. Dorworth, of Philadelphia, the At- 
lantic district; C. L. Redd, of Birming 
ham, the Southeastern district with head- 
Atlanta; C. W. Fick, of 
Cleveland, the East Central district; R 
I. Parker, of Chicago, the Central dis 
; H. A. White, of Dallas, the South 
western district; F. H. Doremus, of Den 
A. { J 
Jones, of San Francisco, the Pacific dis 
trict; and J. R. Murphy, of Spokane, th 
Northwestern district, with headquarters 
in Portland; T. F. Barton, of New Yor 
for the 


these 


quarters in 


trict 


ver, the Rocky Mountain district; 


will continue present to act as 
the New York district manager in ad 
tion to his new duties on the President's 
staff. 


Pritchard Named Aid to 
Westinghouse Lamp Head 


Robert W. Pritchard, for the past 
years a member of the sales staff of 
Westinghouse Lamp Division, Bloomfi 


N. J., has been appointed assistant to 
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Russell E. Ebersole, lamp sales manager. 
{r. Pritchard will serve as liaison man 

between lamp sales headquarters in 

Bloomfield and the accounting offices. 


Universal To Continue 
Distributor Set Up 


planning a system of distribution 
its postwar lines of products, Lan- 
lers, Frary & Clark has decided to con- 
nue selling through the conventional 
nd established channels of distributors 
| retailers according to a recent state- 
ment from B. C. Neece, vice president 
nd General Sales manager. 
\fter careful study of its past experi- 
e in the marketing of its appliances 
ind housewares, the company has deter- 
mined upon this method of distribution 
r its post-war lines, including new items 
n addition to the regular line of Uni- 
ersal electrical appliances and house- 
vares. 
Our sales executives have carefully 
nalyzed and studied the various methods 
listributing our merchandise and in 
opinion we will be able to provide 
the greatest values at the lowest possible 
t by marketing our products through 
the conventional wholesale and retail out- 
’ Mr. Neece said. 
We fully realize the ultimate need 
r economies in production and distribu- 
n and definite progress in this direc- 
1 is required by the entire appliance 
nd housewares industries if the opti- 
nistic goals of postwar volume are to be 
attained. 
Universal will have as many distribu- 
and dealers as are necessary to 
sure thorough and adequate coverage 
roughout the country and each terri- 
tory is being carefully analyzed with re- 
spect to the number and type of outlets 
lor the potentials involved. 
Jur pre-war dealer organization has 
increased through the franchising 
ew U Plan for V Day retail outlets 
pnd Universal distributors are now ap- 
inting additional dealers to complete 
sary retail coverage. Distributor ap- 
ments in all markets have been con- 
nated with the result that a thorough 
‘eting organization is ready and 
Awaiting the green light for production 
esuumption. 
niversal’s selling organization in the 
eld will work directly with its distribu- 
in promoting the Universal line. 
fhrough the war years this field force 
las been streamlined and its personnel 
arefully selected to carry out the most 
ive selling job. When the war is 
and we are again in peacetime man- 
Rlacturing, our sales staff and those of 
listributors and dealers will be or- 
ed and trained for the big selling 
am ahead.” 
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SI IKCOLEM 


Here’s why YOU should 


a future... 


SELL TRICO 
RICO FUSE MFG. CO. <FUISIES- 


waukee 






RENEWABLE FUSES 


e IT'S A LINE THAT HAS A FUTURE—The 
powder-packed element is not interchange- 
able. YOU get all the repeat business. 

@ YOU HAVE SOMETHING REALLY WORTH 
WHILE TO TALK ABOUT — Custom-built 
and engineered to give users THREE TIMES 
THE SERVICE. 

@ NO PRICE COMPETITION—TRICO quality 
sells itself—price is no issue. 

@ SERVICE—Always dependable—even under 
most trying conditions. 

@ CONTROLLED "THRU THE WHOLESALER" 
POLICY—your profits are protected year 
after year. 

@ NATIONALLY ADVERTISED—Over a mil- 
lion subscribers read TRICO advertise- 
ments monthly. 

Key your selling efforts to the fuse line with 


REG vu S. PAT. OFF. 





Wisconsin ee 





Cross section Show- 





E-M-T- UP THE QUICK WAY 











TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 


(All B-M Fittings carry the Underwriters 
Seal of Approval) 


Two Squeezes and its Set 








OISTRIBUTED BY 


The M. B. Austin Co., Chicago, Il. 
Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 
Pittsburgh, Pa. 

Triangle Conduit & Cable Co., 

New Brunswick, N. J. 





Prompt Deliveries on Properly Rated Orders 


CO. + Galva, Ill. 


(2) BRIECEL METHOD TOOL 
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You Recep 


Dapendabillly 


You can count on « m plete customer satisfac- S ¢) l ) c » | N 
tion from DRAKE Soldering Irons. Backed by 





25 years of soldering iron manufacturing ex- 
perience DRAKE Soldering Irons have built 


when you suggest 


DRAKE 






G 
D 


a reputation for quality that makes them dis- 
tinctly preferred by fast-producing American SOLDER ORAS 


industry. 


+ Bitar 





Drake Has An 
Iron for Every Purpose 


Write for Illustrated Literature 
on the Drake Soldering Line 










DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE - CHICAGO 13, ILL. 





Why Let 
Profitable 
Trade Slip 

Through 








nol Your Fingers ? 
















Advanced Line of Inter-Communication 


buyers and to keep them satisfied. 


Good deliveries now. Rigid jobber policy 
your sales rights iron-clad protection. 
for details. Address Dept. IA. 


Talk-A-Phone Mfg. Co. 


1512 So. Pulaski Rd. Chicago 23, 
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Talk-A-Phone, the World’s Most Complete and 


“Has 


Everything” it takes to promote quick sales. 
“Everything” to satisfy the most discriminating 


There's a Talk-A-Phone unit for every require- 
ment. Every prospect a live potential customer. 


gives 


Write 


Coating Lamps By 
Electrostatic Methods 


Westinghouse engineers have 
found another application for the s: 
electrostatic principle that has been 1 
with great success in the Precipitr 
instead of removing dust from wher: 
is not wanted they are placing dust wt 
it is wanted. The principle is being u 
to coat fluorescent lamps with phosph: 

The usual method of coating fluo: 
cent tubes has been to suspend the pl 
phor dusts in a solvent which is alloy 
to flow through the tube after it 
been carefully washed. When the tul 
have been flush painted in this mam 


they are allowed to dry and are ther 


baked to remove all solvent. 

In the new method the tube is slip 
over an ionizing wire and a high pote 
tial placed between wire and’ the tu 


A smoke of the dry phosphor is made 
and blown through the tube. The phos 


phor particles are ionized positively < 


are driven by the strong electrostat 


field to the glass walls where they give 


their charge and adhere firmly and pe: 
manently to the glass. A subsequent treat- 
ment with a blast of moisture-saturated 


warm air smooths the inner surface. 








JACKSON 


VAPOR PROOF UNITS 


= 
= 











No. 2800 No. 


Now made in Aluminum 


No Priority Needed 


@ No. 2800 at left has a cast aluminum 
hood tapped for 1/2” pipe. For 60-100 
watt lamp. 

@ The 2804 for 150-200 watt lamp. 

The 2802 at right is an outlet box ¥ e 
and can be mounted on either a ",” 
or 4” box. For 60-100 watt lamp. 
Sold only thru Wholesalers 
Ready for Immediate Shipment 
Manufacturers of 
Industrial Lighting Equipment 


JACKSON 


900 W. Van Buren St., Chicago 7, Ill 


ELECTRICAL ee | 
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ASSOCIATION NEWS 


,ALTIMORE—The Electrical Manu- 


factures Representatives Association, 


Baltimore, Maryland, has had to 
ancel its October, 1945 Electrical Show, 
to OPA ruling. It is interesting to 
jote, however, that of the available space, 
etter than 80 per cent of same was 
entatively engaged 
he Association has been requested to 
ure speakers among sts membership to 
lress the Washington Electrical Con- 
ractors Association at its monthly meet- 
ngs. To date, Roy Buress has been the 
rst volunteer and he presented his sub- 
ect in a very capable manner. 


DETROIT—The 1945 officers of the 
lectrical Association of Detroit are: 
\. A. Togesen, president; H. J. Hall, 
ice-president; J. S. Ecclestone, secre- 
y; C. C. Munroe, treasurer. Colin G 
dell has been appointed to the post of 
secutive secretary by the Board of Gov- 
nors. 
The new method of election of Gov- 
rnors adopted by this Association was 
cessful. Last year only 116 votes were 
ast, whereas with the new method of 
ting by mail, the tellers counted 316 
tes. 
[he membership committee was prop- 
reorganized at the annual meeting 
ld at Fort Shelby recently. The com- 
mittee announced at this meeting that 
163 new members had been added to the 


\ssociation which put the committee | 
er the top” because the quota set for | 


the year had been 160. 


SANSAS CITY—Henry C. Haskell, 
editorial writer for the Kansas City 





Star, addressed the Electric Association 


f this city recently at the Aztec Room 
{ the Hotel President. He spoke on the 


ihject, “Understanding Our Friends and | 


nemies.” Mr. Haskell was able to bring 
*h interesting background information 
his audience, since he attended several 
eign universities, and has worked for 
number of newspapers in foreign 
ntries. 


YEW ORLEANS—A recent luncheon 
‘ting of the Executive Committee of 
Electrical Association of New 
leans was held at the St. Charles Hotel 
h Executive Vice-President Carl 
Brown presiding as chairman—President 
Lende having been unable to reach the 








a | 
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ting on time because of an earlier 
en sagement. 
\t this meeting Director of Publicity 












Dealers report: ‘‘Terrific profit-producer”, .. . 
**Sure-fire sales hit!"’...‘‘Best bet of the season!” 
...“‘Brings women into my store!"’ 

Never before a “natural” like the 
new DUTCH Clothless Coffee Filter! 


The Modern PRACTICAL Clothless Filter FREE! Full-color 


@ SPARKLING CHINA .. . virtually unbreakable! é 
© SIMPLE, EFFICIENT . . . no cloth or paper! DISPLAY-DISPENSERI 
@ SNAPS IN EASILY ... can’t fall out! * 


ERE ee ey BACKED BY A GIANT 


' | ADVERTISING CAMPAIGN 
NOW? At no increase | N18 NATIONAL MAGAZINES! 
in price, every VACULA- | 










: ‘ ; * 
TOR is equipped with the If you haven't gotten on this 
new DUTCH filter. l 


bandwagon, phone or wire 
your jobber NOW! 


A BETTER LIGHT... 
4 REPEAT SELLER | 


FINISHED IN NATURAL 
WOOD AND TRIMMED 
IN FOUR COLORS—THIS 
DISPLAY ADDS BEAUTY 
TO ALMOST ANY STORE 


7” 
WRITE DIRECT 


FOR FULL COLOR 
ILLUSTRATION OF 
MAGNIFICENT DIS- 
PLAY and DEAL’45” 


VERD-A-RAY CORP. TOLEDO 5, OHIO 





















WRITE FOR ILLUSTRATED BULLETINS 





HATCHET TYPE IRON 
for better balance and 
less operator fatigue 


Offering even greater ease in han- 
dling than the light-weight irons 
now used for difficult, intricate sol- 
dering, the Hatchet Type iron is es- 
pecially engineered and designed 
for operator comfort. Non-tiring 
even after hours of continuous use, 
these soldering units have all the 
extra advantages included in every 
HEXACON iron — replaceable ele- 
ments of highest grade nickel-chro- 
mium wire, tips of hard-drawn cop- 
per, hexagon-shaped barrels for 
maximum heat dissipation during 
intermittent use, Underwriters’ Lab- 
oratories approval, etc. 





The complete diversified range of HEXACON sol- 
dering irons is described in detail in fully-illus- 
trated literature. Ranging from 40 to 700 watts, 
ond with tip diameters ¥%4” to 134”, HEXACON 
lrons are available to meet every requirement. 


HEXACON 


ELECTRIC CO. 


Write todoy—there is no obligation. 


HIGH-QUALITY 
LONG-LASTING 


146 W. Clay Ave.. Roselle Park, N. J. 





SOLDERING IRONS 





ON PERFORMANCE 


ILSCO LUGS AND CONNECTORS 
DESERVE A JEWEL BOX... BUT 


Why pay more for the box than the 


contents? Or, why pay for the ex- 
tra weight of cast lugs of poor 
conductivity when you can buy 
ILSCO PRODUCTS of lighter 
weight, 99.99% PURE ELECTRO- 
LYTIC COPPER AND 100% 
CONDUCTIVITY? More efficient 

. more economical . . . Under- 


writers approved. 
Write for 32-page sllustrated catalog. 


COPPER TUBE 
& PRODUCTS, Inc. 


INNATI OHIO 






















CHICAGO 


EXPANSION NUTS 


The Dependable 
Machine Screw Anchors 


For machine screw or machine bolt 
anchors, it will pay you to specify 
Chicago Expansion Nuts. These de- 
pendable anchoring devices offer 
the following advantages: 


. Quickly installed—a few hammer 
taps sets them. 


Lod 


. Work can be easily dismantled. 


w 


. No part of the anchor projects 
| after removal from floor or wall. 


4. Large stocks—IMMEDIATE DE- 
i LIVERIES. 


Chicago Expansion Nuts have stand- 
ard machine screw threads. Avail- 
able in all sizes from No. 6 up to 
i and including %4”. Setting tool free 
, of charge. 


i IMMEDIATE DELIVERIES 


| Write for New Catalogs, 
Prices and Discounts 





alien Telek > 47.) bile), 


BOLT COMPANY 


2229 W Onad:s @ Chicogo 12, Hl 
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Clement brought up the matter of 
“pioneers of the Electrical Industry” : 
gave a brief report covering the matie 
from its inception to date. It was deci 
to follow the same procedure as last year 
and have a special committee issue 


a 


—t 


vitations to pioneers to attend the n 
meeting as guests of the Association. 

Secretary Guidroz is in receipt of a 
letter from Mr. Greenwood of the E 
son Electric Institute calling attent 
to the A-W resolution unanimous! 
adopted at the recent IAEL conferenc 
in Detroit. 

It was decided, so the resolution states 
that the International Association of 
Electrical Leagues petition the Electrical 
Manufacturers Association, the National 
Electrical Wholesalers Association, the 
National Electrical Contractors Associa- 
tion, and the Edison Institute, 
as joint sponsors, with the IAEL, of the 
National Adequate Wiring program, to 
give to this problem the serious consid 
eration which it merits. 





Electric 


ROCKY MOUNTAIN—A policy em- 
phasizing the interests of electric utili 
their various 
government agencies, as well as post-war 


ties in relationship with 


planning on load building programs, has 
been enunciated by F. F. McCammon, 
Any « 


NALCO ‘zz LAMPS f=: 
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For Radiant Energy 
Baking and Drying 
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IefT 


You can sell Nalco Dritherm 
lamps for efficient results .. . 
available in Inside-Silvered (Self- 
reflecting) or clear glass types. 







Learn all of the sales advantages 
in featuring the Nalco 
Carbon Filament Lamps 
for the Infra-Red pro- 
cess—Write for a free 
copy of “Drying Prob- 
lems Made Easy” today. 






NORTH AMERICAN 
Electric Lamp Co. 


1034 Tyler St., St. Lovis 6, Mo. 


INFRA-REO 
DRITHERM 
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us "Mr. Tops,”” The 
eI Paragon Symbol 
of Top Quality. 
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t li 
a Paeueemarspi@@e. « . 
'-war | Paragon 700 Series Time Switches 
, has pte equipped with 6” calendar dials 
cane hhich make one complete revolution 





very 7 days. Dial trippers can be in- 
Jependently set for different daily ON 
nd OFF schedules. Settings can be 
nade in advance for an entire week. 
ny day or days operations may be 
mitted entirely on a pre-set program. 
Each day of week clearly separated 
tom other days; graduated into hours 
pnd half hours; day and night dis- 
inctly separated. Operations from 
ing ON to OFF or from OFF to ON can be 
| et as close as three hours apart and 
an be separately adjusted through- 
but each 24 hour day in the week. 
Write for a complete bulletin. 


































- H Paragon 

“< k 700 

lf - 4 Sart 
eries 


Time 
Switch 


Ee ) 
ARAGON ELECTRIC COMPANY =| 
15 Old Colony Building |— 
htcago 5, Illinois La) 








president of the Rocky Mountain Elec- 
trical League. 

Coincidentally, the appointment of 
Ralph B. Hubbard as manager of 
R.M.E.L. was announced. It is reported 
that Hubbard will take charge April 1. 

Mr. Hubbard has taken a leave of ab 
sence from his present position as indus- 
trial development director for Public 
Service Co. of Colorado. He has been on 
Public Service’s engineering staff 25 
years. His new duties will not interfere 
with other activities, such as presidency 
of the Colorado Engineering Society, to 
which he was recently elected, and as a 
member of the regional War Labor 
Board. He is also a member of the Den- 
ver Chamber of Commerce industrial 
development committee. 

R.M.E.L., according to statements by 
McCammon and Hubbard, will represent 
the unified interests of all utilities in the 
area it covers, including those of mu- 
nicipally-owned power plants. Inclusion 
of municipal power projects is given 
prominence by the addition of Fred 
Wiley, superintendent of utilities in Colo- 
rado Springs, as a member of the 
League’s executive committee. 

No cleavage of deal-jobber-contractor 
memberships from R.M.E.L. is contem- 
plated. On the contrary, complete mo- 
bilization of the League as a war agency 


Millions of Steel 


JIFFY CLIPS 


Serving the Electrical Industry 










MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con- 
trolled manufacture 
have built ‘‘top-service 
and longest life” into 


cialties. That's why the elec- 
trical industry ‘‘prefers Miner- 
allac”... In steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street— Chicago 7, Illinois 


MINERALLAG 





| 
| 











If it's Fluorescent Lamphold- 
ers and Starters you need, 
turn to your P&S Catalog — 
Be sure of the dependable 
performance which has 
characterized P&S Wiring 


Devices for over fifty years. 
Sold Thru Electrical Wholesalers 


Catalog on request. 


PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 














































Check These Exclusive 


KWIKHEAT 





SAVES TIPS 
SAVES TIME 
SAVES EFFORT 
SAVES WEIGHT 
SAVES CURRENT 
SAVES THE IRON 







2 2 3 2S 


HOT IN 90 SECONDS 
READY FOR USE..! 


Its many exclusive features put the 
Kwikheat Soldering Iron in a class by 
itself. That's why it wins enthusiastic 
praise from those who use it—why 
Kwikheat is fast becoming America's 
most talked-about iron—why you cer- 
tainly want to stock it... lists at $11. 


Write today for complete information. 


6 TIP STYLES 


Interchangeable 


tc roge 
01 2 


23e6 8 







nner 






. » WRITE FOR DETAILS 


will be held intact, with the various 
chairmen and their committees participat- 
ing in salvage campaigns, blood donor 
drives, government post-war planning, 
manpower surveys and other activities, 
in addition to their R.M.E.L. duties. 


UTAH—Ora H. Barlow, sales super- 
intendent, Mountain States Supply Co., 
has been elected president of the Electri- 
cal League of Utah. A former trustee of 
the league, he succeeds Kimball Vance, 
owner of the Vance Electric Service. 

QO. Reid Bigelow of the Paris Co., was 
elected first vice president, and J. F. Mc 
Allister, residential sales manager for 
Utah Power & Light Co., was elected 
secretary-treasurer. A second vice presi- 
dent from Ogden is still to be elected by 
the Ogden membership. 

Members elected to one-year terms on 
the board of trustees are Mark Austin, 
Chicago Flexible Shaft Co.; John Dong- 
den, Westinghouse Electric Supply Co., 
Paul J. DeVine, W. H. Bintz Co.; How- 
ard W. Price, Salt Lake Hardware Co.; 
Sidney Cooper, Graybar Electric Co.; 
M. A. Strand, Strand Electric Service 
Co.; W. R. Hancock, Mountain States, 
Telephone & Telegraph Co., all of Salt 
Lake City, and J. S. Underwood, Smith 


Electric Co., Ogden. 





TATTELITE 
CIRCUIT TESTER 











Indicates voltages, 90 DC, 60 AC, 
to 500 volts AC or DC. Reports 
circuit and current conditions by 
glow, color and intensity of neon 
lamp. Glows on currents as low 
as 1 microampere. Absolutely safe 
to use. Casing molded tenite. 
Leads heavily insulated. 


Tests for AC or DC; blown fuses; 
conditions of cords and appli- 
ances; spark plugs and cables; 
radio frequency; leaky condensers; 
open coils in motor armatures. 
Scores of other tests. Approxi- 
motes voltages. Littelfuse also 
makes Low Voltage Tattelites. 


F No. 201002 
(Old No, 5076) 


Littelfuse Red 
Tattelite 


LITTELFUSE INC. 


4757 RAVENSWOOD AVE., CHICAGO 40, ILL. 
200 ONG ST., EL MONTE, CALIF. 




















LINKS LOCKED INTO CIRCUIT 


NON-HEATING 
CONTACTS 


Keep Motors Humming 











100% Quality 
APPROVED BY UNDERWRITERS 
Mfgr's. Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St. Chicago 24, Ill. 









WARE 


Renewable | 
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MORE FACTS 
ON PRODUCTS 





Fluorescent Fixtures—Now available is 
new 8-page catalog section, No. 11- 
44, presented by the F. W. Wakefield 
Brass Company, Vermilion, Ohio. This 
catalog contains illustrations of the 
company’s “grenadier” fluorescent fix- 
ture and includes dimentional data, pho- 
ometric performance and _ layout 
lesigns. With the lifting of manufac- 
turing restriction on commercial fluore- 
cent Jighting equipment, the Wake- 
feld “Grenadier” is again available 
although subject to priority regulations. 






When writing 
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Electrical Specialties—The Minerallac 
Electric Company of Chicago has re- 
leased new literature and prices on steel 
ingers for cable, conduit and messen- 
ger uses, jiffy steel clips (pipe-clamp) 
steel straps for messenger cable ser- 
vices on outlet boxes, porcelain insulat- 
ng bushings and cable-pulling and in- 
sulating compounds. All this is fully 
llustrated in the booklet and dimen- 
tional charts are included for easy or- 
ering. 


SOLAR 


INCANDESCENT 
LAMPS 


FLUORESCENT 
LAMPS 


CARTRIDGE 
FUSES 


FLASHLIGHT 
BATTERIES 





SOLAR ELECTRIC 
~ CORPORATION 


WARREN, PENNSYLVANIA 
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The Sign of Quelity 
Look for this Lobe 


Patent 
Applied For 


Underwriters 
Approve 






FIXTURE yy 
HANGER 


SAVE DOLLARS ON 
Maintenance... Repairs... Operation 


eo No need to center, punch or drill holes when 


you use the HYDEE Hanger for chain-suspension 












‘Y 






50 


LIST 
PRICE 
7 


Simply make wiring con- 


of Industrial Fixtures —for new installations or 
“change-over” jobs .. . § 





\ nections — screw the hanger to the outlet box — 





then hang the fixture. 








Complete with two 5§-ft 
chains, cord clips, ‘’S 

hooks and receptacle 
UNDERWRITERS APPROVED 


DAY-BRITE LIGHTING, INC. 


5402 Bulwer Avenue . St. Louis 7, Missouri 
Nationally distributed through all 






63 


electrical 





leading houses 


supply 





CUSTOMER SATISFACTION MEANS 
wtdded Sales 
aud Profite! 














Magic-flo 


MULTIPLE FILTER 


COFFEE BREWER 


WILL BUILD NEW BUSINESS FOR 
YOU THROUGH THE GREATEST 
ASSET A PRODUCT CAN. HAVE 

.CUSTOMER SATISFACTION .. 


The Lyric—with the unusually wide 
neck for fast and easy cleaning —is ae 
The Magics in the Fi 
* Works fast and simply. 
* Keeps coffee clear. 
* Extracts maximum of 
* Cleans quickly and 


a top quality product...moderately 


priced...a profitable product... 

_ handled by hundreds of jobbers 

from coast to coast. Order NOW 
r prompt shipment. 


BP 


GENERAL CONSUMER PRODUCTS, INC. 


4619 North Western Avenue + Chicago 25, Illinois 








FS and FD Series 


PYLETS 


The improved 


conduit fittings 





Chita) 





FS and FD Series Pylets are heavy duty 


types for industrial service and are de- 


signed with square corners so as to 


take all standard switch and receptacle 
plates. Malleable iron bodies are gal- 
vanized and exterior baked finished. 


The top surface is ground for perfect 


seating of covers, and cover screw holes 


are counterbored, providing self-align- 
ing fitting of covers for easy installa- 
tion. Built in a complete range of types 


and sizes for all industrial wiring needs. 


Write for Pylet catalog with complete 


listings. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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Fans—The Ilg Ventilating Company, 
Chicago, Illinois, presents its new book- 
let, “Ilg Research Laboratory,” devoted 
to the scientific study of air. Photo- 
graphs of products such as fans and 
blowers being tested in the research 
laboratory illustrate the data contained 
in this booklet. 
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Heating Tools—The Fostoria Steel 
Corporation of Fostoria, Ohio, has re- 
cently prepared a release on heating 
tools—models 60-000, 60-100 and 60- 
200. These units may be used for vari- 
ous applications including baking, dry- 
ing, preheating, etc. Illustrations ac- 
company data. 
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Insulating Materials—An 86-page pub- 
lication has been announced by the 
Mica Insulating Company, New Work. 
It is an illustrated manual on electrical 
insulating materials, including data, ta- 
bles and values on sheet mica, builtup 
mica, laminated plastics, varnished cloth 
and tape as well as miscellaneous in- 
sulating materials such as varnishes, 
twines and fiberglas. 


Go to town with 


BIRDSEYE 
INFRA-RED 


Birdseye offers a full line of Infra Red 
lamps with new and exclusive features 
for longer life and increased efficiency. 
The industrial demand for better Infra-Red 
Lamps is tremendous. Cash in with Birds- 
eyes. Write today for details, prices, 
discounts. Wabash Appliance Corporation, 
345 Carroll St., Brooklyn 31, N. Y. 












TURN 
ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


MOUNT VERNON, NEW YORK 
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The TORK CLOCK CO., Inc. 


| 
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Ca le i lc en ac ae 


CALL FOR 


TOASTSWELL 
TOASTERS! 





You'll Soon Be Selling 
"AMERICA’S BEST"! 





ES, the very moment that restric- 

tions are lifted, you will once 
more be able to get all the TOASTS- 
WELL Toasters you can sell. 


Then you'll make some real profits with 
TOASTSWELL—for every housewife will 
want this Super-Silent Fully Automatic Toast- 
er that makes such amazingly delicious toast, 
with all slices toasted absolutely uniform 


We sincerely hope you don’t have to wait 
long for TOASTSWELL—the Nationally-Ad 
vertised toaster that “toasts well’ 
“SELLS WELL!” 


THE TOASTSWELL COMPANY 
620 Tower Grove Ave. * St. Lovis 10, Mo 


and 


TIT 


role) a 
EITHER WAY YOU | SWELL 


TOASTS-WELL or “TOAST 
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"It sure is 


HANDY— 


to have ALL kinds 
in One Catalog!” 


For any good Straight 
or Parallel Connector, 
see the COMPLETE line 


These illustrations can only suggest 





the wide variety in the Penn-Union 


Catalog . . . a complete line of 
Bolted Straight Connectors and 
Reducers ... Screw type... Split 


Sleeve type . .. Shrink fit... 
Universal Parallel Clamps... E-Z 
Connectors that take a wide range 
of conductor sizes, 


Also . . . the most complete line of 
Service Connectors, Tee Connect- 
ors, Cable Taps . . . Elbow and 
Cross Connectors . . . Bus Sup- 
ports, Clamps, Spacers... Ground- 
ing Clamps, Terminal Lugs. 
Penn-Union connectors are the 
first choice of leading utilities, in- 
dustrials, electrical manufacturers 
and contractors—because they have 
found that ““Penn-Union” on a fit- 





ting is their best guarantee of E 
Dependability. 4 
PENN-UNION 2, 
ELECTRIC CORPORATION : 
ERIE, PA. Sold by Leading Jobbers 


PENN-| 
UNION | 


Conductor Fittings 





Industrial Electronics—“Fundamentals | 
of Industrial Electronics,” is the title 
of the new 40-page booklet put out by 
General Electric, Schenectady, New 
York. It covers a series of eight arti- 
cles including information on electron- 
ic tubes, injection molding, heat treat- 
ing operations, circuits, electronic heat- 
ers, etc. 
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Radio Equipment—A 22-page booklet 
has been released by Lear, Incorpora- 
ted, Chicago, Illinois. It describes and 
illustrates Lear products including mo- 
tors, controls, and radio equipment. 
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Thermostatic Controls—Westinghouse 
Electric and Manufacturing Company 
of Pittsburgh, Pa., has published a new 
20-page booklet, “Thermostatic Con- 


trols.” This describes and pictures the 
3uilt-in Watchman, Clostemp, Uni- 
Therm, Sentinel, Guardsman, Water 


Heater and the Motorguard themo- 
stats. Characteristics and capacities of 
each unit are discussed and tabled for 
easy selection. 





PROFITABLE 


Opportunities for you 
with 


AUTOMATIC 
TIME CLOCKS 


Window Lights . . . Electrie and Gaseous Tube 


Signs . . . Apartment and Hotel Hall Lights... 
Billboards ... Flood Lighting ... Poultry House 
Lighting... Linotype Machines... Pumps and 
Motors... Electric Refrigerater Defrosting . . . 


Time Lock Safes and Vaults... Street Lighting 
Systems ... Traffie Signals... Signal and Alarm 
Systems... Appliance Outlets. ..Water Soften- 
ing Equipment . . . Advertising Displays . . . 
Ventilating Systems . . . Attic and Exhaust Fans 
- Eleetric Fountains . . . Air Conditioning 
Equipment... Electrie Hot Water Heaters. . 
Compressors... Oi1 Well Pumps... Battery 
Charging . . . Sprinkling Systems . . . Airport 
Lighting ...Chureh Bulletin Beards... Diora- 
mas... Coal Stokers . . . Time Signals . . 
Chemiculture . . . Paint Agitators. .. Blowers 
.. Yard Lighting Systems... Bulletin Boards 
- Heat Treating . . . Panoramas . . . Con- 
veyors . . . Suburban Railway Station Platforms 
. Chime Systems . . . Electrie Cookers .. . 
Factory Lighting ... Eleetrie Glue Pots... Park 
and Playground Lights ..~- Gas and Oll Heating 
Equipment . . . Plastie Molding . . . Solenoid 
Valves . . . Greenhouse Lights. 


Write for Information 
and Discounts 


AUTOMATIC 
Electric Manufacturing Co. 
TIME SWITCHES—FLASHERS 
MANKATO @ MINNESOTA 
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MODERNIZATION 
will come first! 


BEFORE postwar building will 
come postwar modernization — 
and along with it orders for Blo- 
Fan “spot” ventilation. 


Wide awake electrical jobbers 
already are planning to stock Blo- 
Fans —the modern spot ventila- 
tors for modernization as well as 
new home construction. 


Only the Blo-Fan combines the 
advantages of both breeze fan and 
blower — volume plus power! In- 
stalled in the kitchen, bathroom 
and gameroom ceilings, Blo-Fans 
rid the room of the unwanted 
odors and smoke right now —be- 
fore they can penetrate other parts 
of the house. 


Write today for your copy 
of our FREE booklet, 
“DANGER SPOTS” 
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‘© HOUSE BRACKETS 


FLECTRIC FENCE 
INSULATORS 


Send for samples 
...and compare 
Universal quality. 


THE UNIVERSAL 
CLAY PRODUCTS CO. 


1549 East First St., Sandusky, Ohio 
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ALLEN 
FLUXES 


AND 


SODERS 


The Answer to your 


customer sodering problem 


L. B. ALLEN CO., Inc. 


6731 BRYN MAWR AVE. 
CHICAGO 31, U. S$. A. 

















WANTED 
Manufacturers’ Agents 


who have excellent connections among 
WHOLESALERS and JOBBERS 


in the 
ELECTRICAL & HARDWARE TRADE 


and who can handle an extra electrical line. 


Write Manufacturer at Box 22, 
Care Wholesaler’s Salesman 
330 West 42nd Street, New York 18, N. Y. 




















REPRESENTATIVES WANTED! 


By Prominent National Manufacturer 
of Industrial & Commercial 
Fluorescent Fixtures. 


To cover entire central section of U. S., 
east to Ohio, west to Texas, North 
to Minnesota. To contact electrical dis- 
tributors, contractors, architects, utilities, 
etc. 


Unusual opportunity for men familiar 
with lighting field who have or may 
now handle kindred lines. Exceptionally 
liberal plan for right man. 100% home 
office cooperation. 

Send complete information with ref- 
erences and draft status. Absolutely 
confidential. 

Box No. 21, Wholesaler’s Salesman 


330 W. 42nd St. 
New York 18, N. Y. 

















WEST COAST 
REPRESENTATION 


@ West Coast Representative, 
with personality, well financed, 
excellent clientel, 20 years’ ex- 
perience, wants to contact re- 
liable manufacturer interested 
in selling to jobbers. Open for 
a quality volume line. 


P. O. Box 4667, 
San Francisco 1, Calif. 

















WHOLESALER’S SALESMAN—March 19-45 
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